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CLARENCE] L. AYRES ELEC- 
TED PRESIDENT 


Heads American Life Convention for 
Coming Term 


CINCINNATI IS NEXT MEETING PLACE 


400 Delegates, Representing 115 Compa- 
nies, Attended Big St. Louis Gathering 
By W. EucEeNE RoescH 
St. Lous, Mo., October 12.—The twenty- 
third annual meeting of the American Life Con- 
vention closed at the Hotel Statler here to- 
night after sessions characterized by impor- 
tant business features and a record attendance 
of about 400. There were 115 life insurance 
companies represented and the St. Louis com- 
panies were lavish in their hospitality to the 
visitors. Clarence L. Ayres, president of the 
American Life Insurance Company of Detroit, 
was unanimously elected president of the Amer- 
ican Life Convention after Charles W. Gold, 
vice-president and treasurer of the Jefferson 
Standard, had voluntarily withdrawn. Mr. 
Ayres was nominated by Mr. Gold and the 
nomination was seconded by M. E. O’Brien, 

president of the Detroit Life. 

The executive committee is composed of O. 
J. Arnold, retiring-president of the convention 
and president of the Northwestern National 
Life; John M. Laird, vice-president of the 
Connecticut General; H. M. Woollen, president 
of the American Central Life; President Ayres; 
Charles W. Gold; C. B. Robbins, president and 
general counsel of the Cedar Rapids Life; and 
Daniel Boone, president of the Midland Life. 
Mr. Laird is the only new member, Mr. Arnold 
and Mr. Gold being re-elected for two years. 
J. B. Reynolds, president of the Kansas City 
Life, urged the retention of Retiring-President 
Arnold’s services on the executive committee, 
while H. B. Arnold nominated John M. Laird 
and Lee J. Daugherty spoke for Charles W. 
Gold. 

Cincinnati was chosen for the next meeting 
place after bids from cities all over the United 
States and Canada had been heard. There was 
some talk of making St. Louis the permanent 
mecting place of the American Life Conven- 
tion but the advisability of change from year 
to year ruled this out. At the executive meet- 
ing held Thursday night, H. C. Welch suggested 
the formation of an industrial section within 
the convention, but, while there was no little 
sentiment to the effect that such a move would 
be for the best interests of many companies 
which write industrial life insurance either ex- 
clusively or_in connection with ordinary, the sug- 
gestion was tabled by referring it to the execu- 
tive committee of the convention for subsequent 
action. One feature of the meeting was the 

(Concluded on page 9) 


APPROVES REPORT 


Western Bureau Takes Favorable Ac- 
tion on Chicago Rules 


TRILATERAL COMMITTEE TO MEET 


Final Adoption of Agreement Deferred Un- 
til Recommendations of Union Have 
Had Consideration 

Cuicaco, Itt., Oct. 16—The stability of fire 
underwriting in Cook County and the reduction 
and equalization of the acquisition cost of the 
business now depends largely upon the trilateral 
committee representing the Union, the Western 
Insurance Bureau and the Chicago Board of 
Underwriters as a result of the Bureau’s action 
last week in approving the original report of 
the committee. 

The Bureau, at its Old Point Comfort meet- 
ing, passed the following motion: “Moved that 
we approve the report of the trilateral commit- 
tee and recommend the continuance of our sec- 
tion of that committee in an effort to bring the 
proposed agreement into effect or come to an 
agreement on modifications which will be satis- 
factory to the Chicago Board, the Union and 
the Western Insurance Bureau.” 

It should be particularly noted that this mo- 
tion does not adopt the report, but “Approves 
the report of the trilateral committee.” The 
effect of Bureau’s action was to leave the rec- 
ommendations which had been met by the Union 
at its annual meeting to adjustment by the 
joint conference committee. It is recalled that 
the Chicago Board adopted the report of the 
committee without change, but that the Union 
“Approved the report of the committee’ and 
made some recommendations for change as fol- 
lows: Specification of a flat 10 per cent con- 
tingent commission on earned premiums, in- 
stead of the open contingent commission con- 
tract proposed by the committee; and continu- 
ance of the maximum commission on class 2 
business; that from the outer city and suburban 
agents at 15 and 25 per cent instead of having 
it reduced to 10 and 20 per cent by January 1, 
1931, as is proposed. 

The Union conferees have been given author- 
ity to act in future negotiations, but whether 
this authority is limited to committing the 
Union to abide by the rules only if its recom- 
mendations for revision are made or whether 
the Union can be bound if the joint committee 
does not see fit to accept them is not known. 
The joint conference committee held a meeting 
prior to the Bureau meeting but deferred any 
action until after that body could take some ac- 
tion. The committee now is planning another 
meeting for October 22, or thereabouts, and 
the fact that the Bureau did not propose any 

(Concluded on page 15) 
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NEW YORK BURGLARY 
RATES REDUCED 


Residence Risks Cut 12 Per Cent in 
Manhattan and Bronx 


ONONDAGA COUNTY GETS 17% PER 
CENT OFF 


Revised Schedule Based on Experience 
from 1923 to 1927 Inclusive 


The New York Police Department, the crim- 
inal courts, the district attorneys, and the 
Baumes laws, long supported by THe Specta- 
TOR, come in for unstinted praise in an an- 
nouncement made public by the leading cas- 
ualty and surety companies to the effect that 
a very substantial reduction began on Monday 
of this week in residence burglary, robbery, 
theft and larceny and personal holdup rates. 
The National Bureau of Casualty and Surety 
Underwriters has announced that the 49 com- 
panies comprising its membership have just 
finished a revision of rates for New York State 
affecting stealing from residences and personal 
holdups. 


In Manhattan and in the Bronx, residence 
burglary insurance rates are reduced 12 per cent 
and there 1s a 14% per cent reduction in the 
rates for personal holdup insurance. 


In Queens, Staten Island, Nassau, Rockland, 
Westchester and Suffolk counties, there is a 
reduction in residence burglary insurance rates 
of 1714 per cent. The rates for Brooklyn re- 
main the same. 

In Onondaga county, in which is located the 
city of Syracuse, there is a reduction in resi- 
dence burglary insurance of 17% per cent and 
a reduction in personal holdup insurance of 16% 
per cent. These reductions follow cuts in the 
rates made last February for Buffalo and other 
places in New York State. It was said at the 
Bureau headquarters that other parts of New: 
York State now enjoy a favorable rate. 

In an announcement made at the Bureau 
headquarters, it was declared that an exam- 
intion of the experience of the insurance com- 
panies from 1923 to 1927 inclusive, showed that 
residence burglary insurance and personal hold- 
up conditions had been improving steadily since 
the latter part of 1925. At the final meeting 
at which it was decided to make these reduc- 
tions, the underwriters were fulsome in their 
praise of George V. McLaughlin, former po- 
lice commissioner, and the present police com- 
missioner, Joseph A. Warren. They were of 
the unanimous opinion that the police vigilance 
and the addition of extra men to the police force 
had played a very large part in the improvement 
of conditions to such a point that the substan- 
tial reductions in rates in residence burglary in- 

(Concluded on page 21) 
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RS. Z. Z. BROWN, leading woman pro- 

ducer for the Lincoln National Life In- 
surance Company, Fort Wayne, has reached that 
pinnacle by selling insurance to women. Her 
activities in this field have netted her some real 
records. During the year 1926 she had no 
lapses, in the first seven month of 1928 she 
had sold 65 units of retirement income policies, 
and further she has sales so far this year 
amounting to $300,000. Mrs. Brown has been 
in the insurance business but four years and 
during that period has been leading woman a 
number of times. And—the rather unusual 
thing about this leading producer is that fully 
90 per cent of her business comes from women. 


* * % 


PARAGRAPH from the address of 
President O. J. Arnold, of the American 
Life Convention, which held its annual meet- 
ing at St. Louis last week reads as follows: 
“An obligation reposes on us to see that the 
conduct of the life insurance business, both at 
the home office and in the field, is in the hands 
of healthy intelligent, decent men and women.” 
This is recognition from the mighty of the 
important part being taken by women in the 
business of life insurance. 
x ok x 
er far-reaching influence of the laie 
Edward A. Woods may be in some meas- 
ure demonstrated by the fact that among the 
contributions received was one from Australia. 
Another came from Tsutoma Quada, assistant 
secretary of the Meiji Life Insurance Company, 
of Tokyo, Japan. At the recent annual con 
vention of the National Association of Life 
Underwriters over $12,000 was subscribed to the 
fund, the subscriptions coming from all parts 
of the country, and ranging from $1000 down. 
The income from the fund is to be used for 
scholarships in the American College of Life 
Underwriters. 
* * ¥* 
ATIONAL Life Insurance Day, one of the 
days of the annual Thrift Week, has been 
scheduled for Saturday, January 19, 1929, ac- 
cording to an announcement made by Adolph 
Lewisohn, chairman of the National Thrift 
Committee of the Y. M. C. A. Each day in 
National Thrift Week is devoted to some aspect 
of thrift and the people of the country are en- 
couraged on that day to check up their eco- 
nomic status in that realm. 

Life insurance men are doubly fortunate this 
year. Not only does the day devoted to their 
interests come in Thrift Week after National 
Thrift Day and National Budget Day (two 
days which ought to stimulate consideration of 
the value of life insurance) but the month of 
January, as well, has been declared life insur- 
ance month under the new thrift program of 
well as days to thrift 


devoting months as 


emphasis. 





ie ETTE in hand, I stood in the door- 
way of that Southern home last Saturday 
evening watching a hot and hazy dusk grip 
the valley of the Ohio river with fingers that 
dripped golden colors into the sluggish water. 
The veranda’s shade reached out from at my 
feet and dappled a nearby grape vine with spots 
of darkness. Adown the leaf-bowered street 
the night began to gather and, aloft, a hawk 
swept in widening gyres beneath the blackening 
clouds of an Eastern storm. 
* * x 

FAINT breeze stirred the air. The trees 

began to whisper softly and suddenly it 
seemed the flagstone walks echoed to the feet 
of a by-gone day and dainty ladies with swans- 
down fans and swishing skirts gossipped their 
slow and stately way homeward in a year when 
North and South were sundered. Almost could 
be heard in the distance the tramp of the Stone- 
Brigade, Virginia’s men, lead by an 
austere figure, half-flint, half-human, in the 
pockets of whose saddlebags a book of Napo- 
leonic maxims rubbed bindings with a Bible 
and a magic lemon kept both company. His 
mount, Little Sorrel, was as famous as Lee’s 


wall 


Traveller. — 
o eiaappesaiais there, I would have been with- 

out surprise had “Beauty” Stuart, Stuart 
of Laurel Hill, swept up the way at the head 
of that unmatched cavalry which drew hero 
horses and hero men from the young Virginia 
counties to follow the black plume in their com- 
mander’s slouch hat until horses and men had 
ridden into that mist from which there was no 
returning. Then too, the spirit rumble of Pel 
ham’s guns would have needled the dark with 
creaks of sound—Pelham, a grim lad of twen- 
ty-two who fought his sixty battles and never 
lost a gun. 

* * x 

ILES down the mountain ridges, where the 
+ once-embattled Potomac greets the Shen- 
andoah, it seemed a gifted eye could still see a 
carpet-slippered ghost writhing at a rope’s end 
near Harper's Ferry and a listening ear could 
still hear from that old jail a voice that said: 
“I, John Brown, am now quite certain that the 
crimes of this guilty land will never be purged 
away but with blood. I had, as I now think, 
vainly flattered myself that without very much 
bloodshed it might be done.” 

ee lee 

UT those are just old memories that walk 

the Virginia hills at night and I, the fortu- 
nate guest of Mr. and Mrs. I. D. Davis, of 
Parkersburg, W. Va., turned and went inside 
to a dining table where their son William and 
their daughter Barbara were good-naturedly 
chaffing each other as brothers and sisters will. 
“Tke” Davis, as you know, is State manager 
for the National Surety’s branch office in West 
Virginia and has a host of friends in the surety 
business throughout the country. 
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OSE, hatchet and hook will be laid away 

by the fire laddies of New York and Los 
Angeles come Sunday this week when elevens 
representing the two departments will meet in 
what ought to be as exciting a football game as 
any of the big college teams are staging. The 
New York smoke-eaters are coached by Frank 
J. O'Neill, president of the Royal Indemnity 
Company, and also the brand new president of 
the International Association of Casualty and 
Surety Underwriters. In the days when he was 
head coach of the Columbia University eleven, 
sports writers invariably referred to him as 
Frank J. (Buck) O’Neill. Folks in the insur- 
ance business still do. He’s that kind of a guy. 


* *k x 


HE Blue Goose of Oklahoma and also the 
members of the Oklahoma Association of 
Insurors are shining their shoes and slicking 
down their hair for they’ve been invited to a 
party. Tom Braniff is throwing the party which 
will be held today (October 18). The occasion 
is the christening of the Prudential Fire Insur- 
ance Company of Oklahoma City; born, July 1, 
1928. 
* x * 
DWARD D. RYAN, assistant chief exam- 
iner of fire companies for the New York 
Insurance Department, is in charge of a group 
of New York examiners who have gone to the 
Pacific Coast to report on a number of Califor- 
nia companies. Chief Examiner Albert N. 
Butler says that the boys won’t have much time 
to look over the scenery—and judging from the 
efficiency with which most Departmental exam- 
inations are carried on nowadays, I believe he’s 
right. 
x ok Ok 
A ND now it’s the poor, little paper covered 
matches which we are handed gratuitously 
with every package of cigarettes we buy that 
have been stigmatized as a fire hazard. It seems 
that although twenty matches are supplied for 
a corresponding number of cigarettes, there is 
always a surplus (No, Waldo, not the “ex- 
portable surplus”) of matches because it is a 
long standing custom that when two or four 
(not three) are gathered together, the cigarettes 
of all the party shall be lighted from the first 
match produced. When a gentleman sends a 
suit to the tailor’s, he first strips the pockets 
of some half dozen partly used packets of 
matches. If the gentleman has no children the 
matches are scattered indiscriminately about 
the premises, hence the fire hazard—for a match 
may be down but it’s never out. 


* * * 


CAN never transact my business with the 

National Board of Fire Underwriters effec- 
tively because the speed of those crazy ele- 
vators at 85 John street invariably leaves me 
speechless. They ought to use them to test 
prospective airplane pilots. 
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LAPSES, DEATH LOSSES AND MEM- 
BERSHIP IN FRATERNAL 
SOCIETIES 

HE annual table of Lapses, Death 

Losses and Membership in Fra- 
ternal Societies is presented on page 13 
of this issue. The table is divided into 
four sections according to- age, the first 
containing 44 societies which have been 
in business 35 years and longer; the sec- 
ond 16 societies, which have transacted 
insurance from 30 to 35 years; the third, 
9 associations which have been in business 
from 25 to 30 years, and the fourth, 2 
societies which have operated for 24 
years. Data are shown for three quin- 
quennial years, 1917, 1922 and 1927, with 
columns showing the number of policies 
written, the number of terminations by 
lapse, the membership as of December 
31, and the deaths occurring during the 
year, together with the ratio of termina- 
tion by death per 1000 members. 

In the first three sections it will be 
noted that the death ratio increased for 
each quinquennial year, though in the 
fourth section a slight decrease is shown 
for 1922, with an increase in 1927. In 
the grand total averages, however, there 
is a consistent increase. 

The totals in the first section, showing 
lapses for the year 1917 are considerably 
affected by the statements of individual 
orders, and a similar effect will also be 
noted in the first three sections for the 
year 1922. In the first section, for 1927, 
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a few societies show excessive lapses. 

Comparing the membership for. the 
three quinquennial periods, it is noticed 
that this item shows favorably in all sec- 
tions, except that in the first there was a 
decline in the year 1922, which was to 
some extent overcome by the statement 
for the year 1927. ° 

Deaths occurring in all sections except 
the fourth increased in 1922 over 1917, 
and also in all four. sections in 1927 over 
1922. 

The ratios for the grand totals in the 
last three columns of the table are higher 
in the first and second periods than in 
corresponding periods in the similar table 
published last year, though in 1927 there 
is a small decline as compared with 1926 
in last year’s table, from 11.79 to 11.74. 
In general, however, it may be said that 
the younger. societies show a more favor- 
able growth in membership than those 
which have been in business for a greater 
number of years, and, as may be expected, 
the lapse rate is somewhat lower. 

The greatest number of-policies written 
by the oldest group of orders was in 
1917, about 500,000. Their membership 
in that year, about 4,286,000, was also the 
largest, while the number of deaths oc- 
curring, about 46,000, was the lowest of 
the three years tabulated. It is obvious, 
therefore, that for these societies the year 
1917 shows more favorably than either of 
the later years. 

For the next oldest group the year 1922 
shows a death rate of 9.36, against 10.01 
in 1927, but the higher number of lapses 
for the former year probably offsets this 
advantage to a great extent. The same 
may be said of those societies 25 to 30 
years old. The death rate for 1922, 7.64, 
compared with 8.46 in 1927, is also some- 
what offset by lapses of about 82,000, 
with writings of 81,000 for the earlier 
year. 

The figures of the fourth group seem 
to follow with reasonable consistency the 
totals of groups two and three, though 
there are only two relatively small so- 
cieties in this last division, so that their 
figures do not materially affect the grand 


totals. 





IRE insurance managers in the West 
are exhibiting remarkable canniness 
in respect to the clearing up of agency 
conditions in Chicago. Through one 
means or another one of the worst condi- 


= 


Pe) 


tions in the country has been allowed to 
continue on account of the inability of 
responsibile organizations to agree upon a 
solution. It is rather disturbing to note 
with what clocklike routine every effort 
has been forestalled, and always the way 
left for a new attempt. The latest agree- 
ment was drawn by a trilateral committee 
which, every one must admit, was thor- 
oughly familiar with the situation with 
which it had to deal. The Chicago Board 
in adopting this agreement left the burden 
of the refusal to the company organiza- 
tions. The Union countered with certain 
recommendations for changes and ‘the 
Bureau passed a singular resolution which 
appears to be a masterpiece in evasion. 
As the situation now stands the com- 
panies have apparently been successful in 
evading the issue for at least another six 
months and perhaps have succeeded in 
again placing the burden of responsibility 
on the Chicago Board. There is a “You 
tag me and I'll tag you’’ air about the 
whole thing that is unfortunate. It ill 
becomes the Western thanagers to act 
like schoolehildren with respect to seri- 
ous matters. 





The Life Insurance Law Chart, 1928 
Edition 

The 1928 edition of that most useful publica- 
tion, the Life Insurance Law Chart, has been 
published by The Spectator Company, this be- 
ing the twenty-first annual edition of this ser- 
viceable wall chart. It shows at a glance the 
statutory requirements in each State and terri- 
tory of the United States, and also in Canada, 
concerning life insurance companies of other 
States. It gives the requirements as to taxation, 
agents, policy forms, examinations, valuations, 
publication, etc., and renders a most valuable 
service to life insurance companies, which use 
it as a checking list to verify their compliance 
with each and every legal requirement in each 
of the States in which the company is licensed. 
Such use of this chart may readily save a com- 
pany from incurring legal penalties. 

Special subjects covered by the Chart are 
shown by the column headings as follows: 
Annual fees—company license—total other fees; 
expiration company license; fees for agents; 
form or provisions; 
anti-discrimina- 


non-forfeiture; policy 
surplus distribution periods; 
tion; statements, final date for filing—annual 
and tax; legal publications—number of times 
and number of papers; State tax and final date 
for payment—premium, any other; local taxa- 
tion; regulations governing advertisements; 
bond to State agent or company; warranty de- 
fined; miscellaneous provisions. There are also 
concise explanatory footnotes. The price per 
copy of this exceptionally valuable chart is $4, 
with a discount of 20 per cent on orders of 100 
copies or more. 
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SPEAKS BEFORE UNDERWRITERS 
Thomas I. Parkinson Describes Life Insur- 
ance as Career Appealing to Emo- 

: tions 

The only man who has no need or use for 
life insurance is the man who neither has nor 
recognizes obligations said Thomas I. Parkin- 
son, president of the Equitable Life Assurance 
Society of the United States, New York, speak- 
ing before the New York Association of Life 
Underwriters in New York last week. 

Mr. Parkinson described life insurance as a 
career which appeals to the emotions, a business 
which affords thrills both to those in executive 
positions and to the agents in the field. He 
traced the tremendous growth of the insurance 
business during recent years and pictured the 
great future that is ahead. 

The huge proportions of life insurance to- 
day alone are sufficient to arouse one’s enthu- 
siasm, he said. Both its great volume and con- 
stant growth are an inspiration, but even more 
are a challenge to the agent to do his best. This 
challenge, he said, was to officers and agents 
alike since the important question now before 
the insurance business is as to what will be done 
with these huge funds that have been collected. 
The expansion of opportunities to serve which 
this volume offers should be above the mere 
satisfaction in the volume itself. 

Increased opportunities for the insurance 
agents, he said, were provided by the new stand- 
ard of living now in vogue. Life to-day, he 
asserted, is different than in that time when 
funeral benefits sufficed a man. Our modera 
standards of living and needs have greatly ex- 
panded. If an agent has properly studied his 
community, he said, and the lives of those about 
him he can find a rich field for expanding the 
amount of insurance he is writing. 

He listed a number of the features that are a 
basic part of life insurance policies to-day, but 
which were not a part of them at first, such as 
the incontestable feature, waiver of premium 
and disability coverage, etc. He pointed out the 
necessity of self-education on the part of the 
agent and said that salesmanship is merely the 
teaching of the uses of life insurance to the 
public and the advocating of its principles so 
that the best trained man will be best able 
to instruct the public. 


UNEMPLOYMENT INSURANCE PLAN TO 
COME BEFORE DOMINION PAR- 
LIAMENT 
Hon. Peter Heenan, Minister of Labor, 
Announces That All the Provinces 
Have Declared Themselves on the 
Proposal 

Orrawa, Can., October 13.—Unemployment 
insurance which was the subject of investigation 
by the Industrial Relations Committee of the 
House of Commons last session of Parliament, 
will again be given further consideration when 
Parliament convenes again. This assurance was 
given by Hon. Peter Heenan, Minister of 
labor, who stated that the majority of the provi- 
inces of the Dominion already had declared 
themselves upon the proposal. 

In its report the Industrial Relations Com- 





mittee accepted and endorsed the principle of 
unemployment insurance, based on compulsory 
contributions derived from the State, the em- 
ployer and the employee. The report further 
pointed out that the responsibility for such leg- 
islation primarily rested with the provincial 
governments, 

On the basis of the committee’s findings, the 
Department of Labor communicated with the 
various provinces to ascertain which of them 
would be prepared to consider adopting the 
proposal and to what extent they were willing 
to go at the present time. 

Mr. Heenan intimated that these replies would 
be submitted to Parliament at the next session. 
The Minister refused to divulge the views of 
the provinces in the matter. 


Joins Lincoln National’s Publicity 
Department 


Due to the expansion of the publicity depart- 
ment of the Lincoln National Life Insurance 
Company, Frederick Law Fisher, Jr., recently 
connected with the Firestone Tire and Rubber 
Company of Chicago, and the Bishop Lumber 
Company of the same city, has been appointed 
as an assistant to Edgar Paul Hermann, adver- 
tising manager of that organization. 

Mr. Fisher is a graduate of the University 
of Illinois where he studied advertising and 
journalism. He will devote his attention to 
insurance literature for the company, layout 
work, and house organ publications as well as 
other matters. 








send for a physician. 
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“YES—NO” 


If anybody replied to a question in the 
above way, one’s first impulse would be to 


Yet there is one group of men who could 
make no other answer if they were 
asked whether they believe in insur- 


They would say “YES” because they co 
provide protection for their property, 
their businesses and their cars. 
they would have to say “NO” be- 
cause they do NOT provide protec- 
tion for their families should any- 
thing happen to them. 


These are the hundreds of otherwise 
cautious 
carry no life insurance at all or 
who are pitifully underinsured. 
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ACQUIRES MERCHANTS 
LIFE 


Lincoln National Purchases Holdings 
of William A. Watts 








REINSURANCE IS OBJECTIVE 





Fort Wayne Company Will Add to Capital 
and Surplus by Sale of 50,000 Shares 
at Five Times Par 

President Arthur F. Hall of the Lincoln Na- 
tional Life Insurance Company of Fort Wayne 
announces that he has purchased the capital 
stock of the Merchants Life Insurance Com- 
pany of Des Moines, Iowa. 

The Merchants Life is a sound legal reserve 
company with approximately ten millions of as- 
sets and eighty-five millions of insurance in force. 
It was organized in 1894. Because of the health 
of his grandson, child of his only daughter, 
President Wm. A. Watts of the Merchants de- 
cided to move with his family to California 
and to dispose of his holdings in that company. 
Mr. Watts will become a vice-president of the 
Lincoin Life at the first of next January and 
- be in charge of the California investments of 
the company. 

As soon as the legal requirements can be met 
Mr. Hall expects to apply to the Insurance 
Commission of Iowa and to the Insurance Com- 
missioner of Indiana to permit the reinsurance 
of the business of the Merchants Life by the 
Lincoln National and he hopes to accomplish 
this before the close of the year. Should he 
succeed in this, the Lincoln National Life, at 
the end of the year, will show approximately 
$650,000,000 of insurance in force and two and 
one-half millions of capital, two and one-half 
millions of surplus, a million of contingency 
reserve, and over sixty millions of assets. 

Policyholders of the Merchants Life will then 
have the advantage of the strength and service 
of the Lincoln National and of many of its ex- 
ceptionally valuable and liberal policy provisions. 
Agents of the old company will benefit by the 
well rounded and efficient Lincoln National sales 
service and promotional program. 

In any case it is not expected to disturb the 
Des Moines employees of the Merchants Life 
during the present year. If the application for 
reinsurance is granted, the office force of Des 
Moines will be retained there and all the work 
of rewriting the records to conform with those 
used by the Lincoln Life will be done by the 
present employees of the Merchants Life. The 
same policy will be followed in the branch of- 
fices of the Merchants Life. 

On November 7 the stockholders of the Lin- 
coln Life -will vote on resolutions providing, in 
substance (1) for an increase in the capital stock 
from two millions to two million five hundred 
thousand dollars divided into fifty thousand 





shares at the par value of $10 each; (2) that 
the stockholders of record on the 15th day of 
November, 1928, be first offered the increased 
stock pro rata at the price of $50 a share; (3) 
that such stockholders be required to evidence 
their subscriptions by written request filed with 
and actually received by the company at its 
home office on or before the 8th day of Decem- 
ber, 1928, and that such stock shall be fully 
paid for in cash by such subscribers on or be- 
fore the 15th day of December, 1928; (4) that 
no fractional shares shall be issued and all frac- 
tional interests, if any, shall be merged into 
whole shares which shall be sold at such price 
and upon such terms as may be fixed by the 
board of directors, and from the proceeds there- 
of such stockholders as are entitled thereto shall 
be compensated at the rate of $50 a share for 
the fractional interest to which they would have 
been entitled if fractional shares were issued; 
(5) that the board of directors shall fix the 
price and terms upon which the company shall 
sell the unsubscribed shares, if any; (6) that 
the directors and officers shall be authorized to 
do all things necessary for carrying out the 
foregoing provisions. 

The Lincoln National Life Insurance Com- 
pany has had a history of sound and rapid 
growth, having reached its volume of more than 
half a billion of insurance in force in record 
time. It has a strong personnel and policy, 
and has a reputation for aggressiveness and 
efficiency. 

The Lincoln National Life Insurance Com- 
pany already operates in all States in whicn 
the Merchants Life is licensed with the excep- 
tion of Idaho. 


ANNOUNCES PLANS FOR 1929 
CONVENTION 
Life Underwriters Will Meet in Washing- 
ton September 22—Mayflower Is 
Headquarters 


After a careful survey of conditions which 
seem likely to prevail next fall, the board of 
trustees of the National Association of Life Un- 
derwriters announces, through its president, Paul 
F. Clark, that the fortieth annual convention of 
the Association will be held during the week 
commencing September 22, 1929, in Washing- 
ton, Ds C. 

Monday, September 23 has been reserved for 
the annual meeting of the board of trustees, 
while the pre-convention meeting of the execu- 
tive committee will be held on Tuesday, Sep- 
tember 24. 

The convention proper will begin on Wed- 
nesday, September 25, with the last session in 
the afternoon of Friday, September 27. 

The magnificent Mayflower Hotel has been 
selected as convention headquarters. 


NEED AVIATION STATISTICS 


Gordon Thomson Finds Present Data 
Insufficient 








LIFE COMPANIES MUST GET FACTS 





Speaker at American Life Convention Sug- 
gests Methods of Collating Informa- 
tion on Fatalities in Air — 

So rapid is the development in areonautics 
that we moderns can scarcely keep apace, said 
Gordon Thomson, vice-president of the West 
Coast Life Insurance Company, San Francisco, 
in an address delivered last week at the annual 
meeting of the American Life Convention at 
St. Louis. His subject was, “How Life Insur- 
ance Can Help Aviation,” and he asserted that 
these seems to be no doubt that the air age is 
here and that it appears we are coming to an 
age when there will be airplanes in every direc- 
tion carrying vast numbers of passengers and 
that rapidly following we will have the private 
plane operating for business and pleasure even 
as the automobile now is. 

Mr. Thomson reviewed the history of avia- 
tion from the time about twenty-five years ago 
when the first practical power airplane of man- 
carrying size was demonstrated by the Wright 
brothers until the present. He predicted that 
in the future aviation will surpass the steam- 
ship, the railroad and the automobile. He dis- 
cussed in detail what he called the three broad 
classes of flying: air transport, scheduled op- 
erations over regular routes (mail, express and 
passenger) ; commercial air service, such as taxi 
service, crop dusting and spraying, photography 
and mapping, over-city ride and tours, and so 
on; private flying, including pleasure aviation 
and the travel of business men using airplanes 
in their daily affairs. 

He said that it behooves insurance men to 
support the appropriations for airway mainte- 
nance and improvements and that the life in- 
surance executive must have information on the 
trend of aviation fatalities and injuries in order 
to base his underwriting policies on facts in- 
stead of guesswork. Predictions from past sta- 
tistics, he said, are not always right, because of 
inaccurate or incomplete data or lack of homo- 
geneity. 

He gave a striking array of figures in con- 
nection with airplane fatalities both in the 
United States and in other companies and made 
a number of suggestions regarding the proper 
collecting and classification of such statistics 
and the correct way to secure from them the 
information that will be of value in determining 
the rates that should be charged for insurance 
against the losses they cause. 

He said that life insurance companies are 
constantly attempting to reduce premium rates 
instead of trying to get the highest premium 


(Concluded on page 11) 
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As We Stand 
Within the Prospect of Our Belief 


The present management of the Kansas City Life Insurance 
Company has for a quarter of a century directed the affairs of 
the Company and has done its best to prove of value to policy- 


holders and to the institution of life insurance. 

In no way different from our friends, we have made mistakes 
—admit them—but have tried not to make similar errors a sec- 
ond time. 

Our record, including growth, development and treatment of 


policyholders, agents and the public in general, has been made; 
we are proud of it, and shall continue our business along the 


same lines as we have in the past. 


KANSAS CITY LIFE INSURANCE COMPANY 


HOME OFFICE—KANSAS CITY, MISSOURI 


J. B. REYNOLDS, Pres. C. N. SEARS, Secy. 
J. F. BARR, Vice-Pres. & Supt. oF AGENTS 





RESOURCES.............. $ 53,000,000 
INSURANCE IN FORCE. . = 400,000,000 
CAPITAL AND SURPLUS. . 7,000,000 
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American Life Convention 


presentation of a memorial on Thomas W. 
Blackburn who had been secretary of the con- 
vention for many years prior to his death. This 
memorial was presented by J. B. Reynolds, E. 
W. Randall, president of the Minnesota Mu- 
tual Life, and Isaac Miller Hamilton, president 
of the Federal Life of Chicago. The sessions 
of the agency section of the convention occu- 
pied all the business hours Friday. Meetings 
of the legal and financial sections were held on 
Monday and Tuesday and were described in 
special dispatches in Tue Specrator last week. 

W. T. O’Donohue, vice-president of the Jef- 
ferson Standard Life, was made chairman of 
the agency section of the American Life Con- 
vention at the Friday meeting; and Walter E. 
Webb, vice-president of the National Life of 
the U. S. A., was made secretary. 


Day’s 

The main business sessions of the meeting 
of the American Life Convention, as such, 
opened Wednesday morning with Retiring-Pres- 
ident Arnold in the chair. The outstanding 
business address of the meeting, that of Secre- 
tary Claris Adams, came during the Wednes- 
day session and showed conclusively that the 
American Life Convention is more and more 
taking a part in the national life while advanc- 
ing the cause of life insurance. Mr. Adams 
referred to the fact that the convention, when 
organized in 1906, had 15 member companies, 
whereas it now has 140 companies in 36 States, 
the District of Columbia, Canada and United 
States possessions. The member companies 
have over two and one-half billion dollars of 
assets and over twenty billions of insurance in 
force. Life insurance production for the full 
year 1928 will again break records, said Mr. 
Adams with an increase of over 4 per cent in 
new business and an increase of about 10 per 
cent in assets. Policy loans show a slight in- 
crease but the lapse ratio is not decreasing suffi- 
ciently. Practice with regard to aviation risks 
is not standardized as yet, while non-medical is 
now being written by more than half the com- 
panies in the convention. Double indemnity has 
been profitable, while total disability has not. 
For the first time in many years there has been 
a decrease in life insurance funds for farm 
mortgages, offset by a slight increase in rail- 
road investments and a large increase in public 
utility investments. Secretary Adams touched 
lightly on the recent International Life debacle 
when he said that “the sordid history of that 
case demonstrated the inherent strength of life 
insurance and no policyholder will lose.” With 
respect to agent’s cancellations, Secretary 
Adams said that 108 companies had had 142 
cancellations for cause and 9000 for non-produc- 
tion. Three new companies were added to 
membership and 5 were lost by reinsurance or 
merger. 

Addresses of welcome to the delegates were 


First SESSIONS 





(Concluded from page 3) 


made by Walter Weisenburger, president of 
the St. Louis Chamber of Commerce, and by 
Robert E. Daly, acting superintendent of the 
Missouri Insurance Department. They were 
followed, in the morning session, by the presi- 
dential address of Mr. Arnold (which is sum- 
marized elsewhere in these pages) and by the 
addresses of Walton L. Crocker, president of 
the John Hancock Mutual Life, and Secretary 
Adams. President Crocker appeared as a di- 
rector of the United States Chamber of Com- 
merce and explained the workings of that body 
to the American Life Convention, saying that 
it “should be entitled to the support of life 
insurance companies on a scale commensurate 
with their business interest.” He also declared 
that “the fact that a life insurance man could 
be elected to the directors’ board of the Cham- 
ber is a recognition of the part life insurance 
has come to play in the nation.” 

The afternoon was introduced by 
Harry Cunningham, of the Montana Life, who 
concluded a few humorous remarks with the 
statement that “there is no one in the Ameri- 
can Life Convention who has more pride in its 
progress, glory in its accomplishments or hope 
for its future than I have.’ Speakers were: 
Robert W. Huntington, president of the Con- 
necticut General Life; Gordon Thomson, vice- 
president of the West Coast Life; and Henry 
Abels, vice-president of the Franklin Life of 
Springfield, Ill. Mr. Huntington’s address was 
fully summarized in THE SPECTATOR last week. 

In a paper remarkable for its comprehensive- 
ness, Mr. Thomson discussed aviation risks 
from the life insurance company standpoint 
and pointed out that while present extra pre- 
miums for aviators were generally too low, 
there is a constant increase in the safety factor 
despite a greater increase in the number of 


session 
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planes and air passengers and operators. His 
remarks are given elsewhere in these columns. 


Mr. Abels, in an address on “Agency Cost 
Accounting,” described the methods used by his 
company to ascertain the records of individual 
agencies, but admitted that this could not be 
done without the installation of proper mechan- 
ical equipment as otherwise the labor involved 
would be too great. 

TuHurspAy’s BUSINESS 

The first session on Thursday, the second day 
of the joint meeting, heard William P. 
McCracken, Jr., assistant secretary of commerce 
for aeronautics of the United States, describe 
the possibilities of aviation to the delegates and 
say to them: 

Don’t deceive yourselves by saying aviation 
hasn’t arrived. It’s here as an accepted means 
of transportation. Make up your minds that 
aviation presents just as legitimate a risk as 
any you have been writing and remember that 
your business has been built up on the theory 
that it could offer protection against any legiti- 
mate risk. 

A. S. Caldwell, Insurance Commissioner of 
Tennessee, discussed the supervision and regu- 
lation of insurance and declared that the busi- 
ness is meeting the varied needs of modern life 
in a satisfactory manner, but that there is no 
business where integrity is so essential to finan- 
cial success and no business so safe for invest- 
ors and beneficiaries. He stressed the neces- 
sity for qualification of agents in order to make 
certain that the right men are in the business 
and said that “some companies employ agents 
with less attention to the individual than they 
would bring to hiring an- office boy.” The ten- 
dency of some Commissioners is to seek more 
power than is legally theirs, said Mr. Caldwell 
who decried taxation of insurance for general 
State purposes and urged that the Federal gov- 
ernment be left to itself while the States settle 
their own insurance problems. 

Greetings were brought to the meeting from 
the Chamber of Commerce of the United States 
by Terrence F. Cunneen, manager of its insur- 
ance department, at the Thursday sessions. In 
addition, James Lee Loomis, president of the 
Connecticut Mutual Life, brought greetings from 
the Association of Life Insurance Presidents ; 
and C. O. Fisher, general agent at St. Louis 
for the Massachusetts Mutual, brought greet- 
ings from the National Association of Life Un- 
derwriters. 

Hillsman Taylor, president of the Missouri 
State Life of St. Louis, addressed the after- 
noon session on Thursday on the co-ordination 
of departments in a life insurance company. 

The address of Emmet C. May, president of 
the Peoria Life, was held over from the morn- 
ing session and preceded that of Mr. Taylor on 
the afternoon program. It is given on page 29 
of this issue. 
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One Billion 
—Plus 


Missouri State Life Now Largest Life 
Insurance Company West of the 
Mississippi River 


ITH more than one billion, one hundred forty 
million dollars of life insurance in force, the 
Missouri State Life now ranks 14th among the more than 
350 Legal Reserve Life Companies of the United States. 


It is the largest life insurance company west of the 
Mississippi River. 


The Company writes all forms of modern, up-to-date 
I protection — Life, Accident, Health, Group and Salary 
Savings insurance. 


Splendid openings for progressive men. 
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MISSOURI STATE LIFE 
INSURANCE COMPANY 
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LIBERTY LIFE APPOINTMENT 
Edward C. Wills Becomes Agency Super- 
intendent 
The Liberty Life Insurance Company of 
Topeka, Kan., has announced the appointment 
of Edward C. Wills of Omaha to be superinten- 
dent of agencies. Mr. Wills began his insur- 
ance career sixteen years ago in Colorado as a 
special representative of the Hartford Life 
Insurance Company. That company was sold 
to the Missouri State Life Insurance Company 
and Mr. Wills became connected with the Bank- 
ers Life Insurance Company of Des Moines, 
representing that company in Colorado and 
Idaho. In 1913 he joined the Bankers Reserve 





Epwarp C. WILLs 


Life Insurance Company of Omaha and for 
three and one-half years was its representative 
in Idaho. He then came to the home office as 
agency director, which position he held until 
he accepted his present appointment with the 
Liberty Life. His recognized ability and his 
wide experience in creating an efficient agency 
force fit him admirably for his new work. 


Need Aviation Statistics 
(Concluded from page 7) 
possible and that those interested in aviation can 
feel assured that the life companies are charging 
only the bare cost of the additional hazard and 
if there is any error it is in favor of aviation. 
In a number of cases, he asserted, coverage is 
undoubtedly being given, for patriotic reasons, 
at below cost. Life companies, he said, are 
helping and will continue to help aviation by 
their liberal attitude towards passengers on 
scheduled airways and the personnel of such 
real airways and they will co-operate in the 
promotion of all rules and devices for greater 
safety of life. They also, he assured his hear- 
ers, will wholeheartedly support the Department 
of Commerce in its efforts for better pilots, 
better planes and better airways. He urged 
that legislation similar to the federal laws 
should also be encouraged in every State for the 
greater and safer progress of modern aviation 


‘SPEAKS ON CO-OPERATION 





Hillsman Taylor Stresses Need of 
Internal Co-ordination °* 





WELL DEFINED AUTHORITY 
IMPORTANT 





President of Missouri State Life Makes 
First Appearance on Life Insurance 
Platform 
Hillsman Taylor, president of the Missouri 
State Life Insurance Company, St. Louis, in 
his first appearance before a life insurance au- 
dience, addressed the annual meeting of the 
American Life Convention at St. Louis last 
week on “Co-operation of the Departments of a 
Life Insurance Company.” The departments 
of life insurance, he said, can be profitably di- 
vided into two classes—operating and service. 
He defined the operating departments as those 
that primarily function in limited or given 
matters within their own departments, and 
service departments as those that function 
throughout all of the departments of a company, 
such as the legal, actuarial and accounting de- 
partments. So, he said, in the consideration of 
the various departments of a company it be- 
comes necessary to consider the relationship of 
the operating departments to one another and 
also the general work of the service depart- 
ments to one another throughout the entire 

organization. 

The service departments, he explained, sup- 
posedly do not originate either business or 
progress, but direct, advise and keep in the 
proper course all the departments of the com- 
pany. He outlined the various departments and 
pointed out the special functions of each and 
also showed how all were interrelated, helping 
every other department. He said he did not 
think too much stress can be placed upon the 
necessity of one department taking advice and 
counsel from another and that the failure of one 
department to call for help could not be frowned 
upon too severely. 


Tax Board Passes on Additional Reserves 

Wasurneton, D. C., October 13.—Additional 
reserves set aside by an insurance company in 
compliance with oral orders of a State Insur- 
ance Commissioner do not constitute reserves 
required by law within the meaning of section 
245 (a) (2) of the revenue act of 1921, it has 
been held by the United States Board of Tax 
Appeals in the case of the Old Line Insurance 
Company of Nebraska. The decision of the 
board upheld the assessment by the Commis- 
sioner of Internal Rvenue of deficiencies of $2,- 
219.56 for 1923 and $3,295.74 for 1924. 

The company maintained a contingency re- 
serve for anticipated excessive mortality losses 
and possible losses in reserves invested, defined 
as a “mortality fluctuation fund,” amounting to 
10 per cent of the net value of its policies, in 
addition to its regular reserve. It was claimed 
that this additional fund was set aside at the 
oral direction of the Insurance Commission, but 
the board held that this fact did not bring the 
reserve within the provisions of the section. 


II 


CELEBRATES ANNIVERSARY 
Prudential Host at Huge Luncheon in 
Home Office 

The Prudential Insurance Company of Amer- 
ica was host on Monday of this week at a buf- 
fet luncheon attended by over 400 guests. The 
luncheon marked the fifty-third anniversary of 
the founding of the company. President Ed- 
ward D. Duffield greeted the guests at an in- 
formal reception. 

Among those present were included the fol- 
lowing : 

Hon. Joseph S. F. Fitzpatrick, Secretary of 
State for New Jersey; E. L. Katzenbach, at- 
torney general; Dr. Charles H. Elliott, State 
Commissioner of Education; Hon. Morgan F. 
Larson, Republican candidate for Governor; F. 
D. Abell, State Senator; A. N. Pierson, State 
Senator; C. P. Gillen, Commissioner of New- 
ark; City Clerk W. J. Egan; Henry Young, 
president of Board of Education; John H. 
Logan, Superintendent of Schools; R. C. Jen- 
kinson, president, Board of Trustees of Newark 
Public Library; T. S. Fettinger, president of 
Tax Board; J. A. McRell, chief of police; 
C. H. Martens, Mayor of East Orange; G. H. 
Becker, Mayor of South Orange; E. J. Heppen- 
heimer, president of Colonial Life Insurance 
Company; John R. Hardin, president of Mu- 
tual Benefit Life Insurance Company of New- 
ark; C. Weston Bailey, president of American 
Insurance Company of Newark; Neal Bassett, 
president of Firemen’s Insurance Company of 
Newark; A. Duncan Reid, president of Globe 
Indemnity Company; M. C. Colyer, president, 
Fidelity Union Title & Mortgage Guaranty 
Company; Percy S. Young, vice-president of 
Public Service; Felix Fuld, L. Bamberger; 
C. L. Farrell, president of National Newark 
and Essex Bank; J. S. Rippel, chairman of 
Merchants & Newark Trust Company; B. W. 
Scheerer, chairman of Fidelity Union Trust 
Company of Newark; Uzal H. McCarter, presi- 
dent of Fidelity Union Trust Company; C. W. 
Feigenspan, president, Federal Trust Company ; 
C. J. Barnard, president, New Jersey Bell 
Telephone Company of Newark; George T. 
Wight, manager of Life Insurance Presidents 
Association of New York; John A. Campbell, 
president, Trenton Potteries Company; Chellis 
A. Austin, president, Seaboard National Bank 
of New York; Hendon Chubb, Llewellyn Park ; 
Roy E. Tomlinson, president, National Biscuit 
Company of New York; Dr. Edward J. Ill of 
Newark; E. N. VanVliet and T. J. Keer of 
Newark; Superintendent C. V. Dykeman, Long 
Island City, dean of Prudential field men; 
Msgr. Edward Quirk; Rev. W. H. Foulkes; 
Rabbi Solomon Foster; Dr. M. J. Twomey; 
Hon. Fred G. Stickel, Jr., of Newark; 


E. J. McCormack in New Post 

The Minnesota Mutual Life Insurance Com- 
pany, St. Paul, has announced the appointment 
of E. J. McCormack as home office supervisor 
for specific territory around Memphis which is 
difficult to handle from the home office of the 
company. Mr. McCormack will remain as head 
of his general agency. He is vice-president of 
the National Association of Life Underwriters. 
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O. J. Arnold Discusses Life Insurance Acquisition Costs 


President of American Life Convention, In Annual Address, Comments on 


O matter in which direction our political 
N sympathies may lie, there was for all of 

us an inspiration in the challenging ap- 
peal which both of our party leaders made to 
American business management in ‘their nomi- 
nation acceptance speeches. However, un- 
worthy I may feel myself to answer that ap- 
peal, I believe that the lofty idealism, the mag- 
nitude, and the serious responsibilities of the 
great institution of life insurance, justify me, 
as president of the American Life Convention, 
in recognizing the tribute which these two 
acknowledged leaders of American sentiment 
paid to the ideals and methods of American busi- 
ness management. Speaking in behalf of the 
great ‘industry of life’ insurance, I firmly be- 
live we can meet the challenge frankly and 
openly, face to face, with a deep and honest 
conviction’ that ‘life insurance’ cherishes and 
maintains the highest human ideals, and that it 
is conducted with a deep sense of responsibil- 
ity, with efficiency, and with conscientious integ- 
rity. 

Nor do I overlook the recent unfortunate 
breach of the sacred trusteeship of life insur- 
ance funds which shocked the insurance world 
and brought shame to the great business inter- 
ests of this fair city. That such an occurrence 
is possible is only an example of the fallibility 
of all human aspirations and endeavors. © The 
fact that can hearten us in the face of such 
a disgraceful revelation is the great rarity of 
such an occurrence, that it met -the prompt cofi- 
demnation of the entire insurance press and of 
company and agency personnel, that it was 
immediately remedied by the liberal action of 
another insurance company, and that it in no 
way indicated any weakness or unsoundness in 
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basic life insurance principles. We can not too 
heartily recognize the splendid piece of public 
and life insurance service rendered by the other 
Missouri companies in coming forward imme- 
diately with reinsurance offers for the protec- 
tion of the policyholders of the International. 
Except for the successful prosecution of the 
guilty parties, the acceptance of the offer of 
one of the Missouri companies has brought to 
a close this disgraceful chapter of breach of 
trust in life insurance history and has re-estab- 
lished ‘ public confidence in the institution of 
life insurance. 

There remains the task of the courts in fix- 
ing the responsibility for what has happened. 
While prosecutions are pending, it would be 
improper for us to express any opinion as to 
the guilt of those who are under accusation. It 
is certain, however, that there were serious 
derelictions of duty. These must be punished. 
Failure to punish adequately would react in- 
juriously upon life insurance as a whole. For- 
tunately we have no reason to anticipate any 
such failure. The officials charged with the 
duty of prosecution have. moved with com- 
mendable promptness, exhibiting an intention 
to go to the bottom of the matter with vigor, 
thoroughness, and ‘impartiality. 

A very interesting. and illuminating modern 
relationship of government and business is to- 
day being enacted in Governor Smith’s State 
under the guidance of. his able lieutenant, Hon. 
James A. Beha. There a far-reaching and 
somewhat drastic reform of the expense limita- 
tion law is in process of being worked out, 
not by business forcing the hands of govern- 
ment, or government coercing business but by 
a happy co-operation of. the two—a group of 
actuaries and officials working out the details 
of the reform under the suggestion and encour- 
agement of the Insurance Commissioner. This 
co-operative effort represents the ideal devel- 
opment of democracy. Can: we doubt that the 
result will be more prompt, more effective, and 
more in consonance with the public welfare 
than if there were antagonisms, recriminations, 
and warfare between the two agencies which 
are or should both be public servants? Here 
is a refreshing example of statesmanship, not 
demogogy, on the part of a State official, and 
on the part of insurance officials, a recognition 
of the requisite of leadership which Dr. Faunce 
emphasized at the last meeting of the Asso- 
ciation of Life Insurance Presidents: “The 
power to see every form of private business 
as a-kind of public service.” 


Acoutsition Costs 
While I can not agree that the regulation 
of acquisition costs or other management ex- 
penses is a proper function of government, or 
that it has a wholesome influence on the busi- 
ness, nevertheless, since such regulation is a 


part of the policy of the State of New York, 
it is eminently proper that intelligent con- 
sideration be given proposals intended to make 
the law conform to developments of the past 
few years. Whether or not the final outcome 
of the study will result in any change in the 
present law, the consideration of the subject 
matter will prove of value by crystallizing 
divergent views on what really constitute 
acquisition expenses. The question may very 
properly be raised as to whether all compen- 
sation paid through agency offices in any form, 
for the care of old business, in excess of the 
reasonable and legitimate cost thereof, is not 
in reality a part of acquisition cost and should 
be so treated, and whether the payment of pol- 
icy dividends in the earlier years, which are 
considerably in excess of actual earnings and 
are in fact premium refunds designed to facili- 
tate the sale of new busines, can be justified 
except aS an acquisition cost. 


I have every faith that in the final analysis 
the underwriters of the country will take no 
narrow or selfish view of the matter, and will 
back up heartily any plan which can be shown 
to be for the welfare of both the policyholder 
and the companies. But in this connection, it 
is*well for us to bear in mind that while it is 
the duty of each company management to keep 
overhead costs within the limits of strict econ- 
omy, the average life insurance salesman is not 
overpaid; with due regard to the importance of 
his work, too often he must find a large part 
of his reward in the satisfaction of the services 
he renders -to ‘his’ clientele. and to the public, 


(Continued on page 33) 
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LAPSES, DEATH LOSSES AND MEMBERSHIP IN FRATERNAL SOCIETIES 


(Copyright, 1928, by The Spectator Company, New York) 
(See article on page 5) 




















































































































3 Ponicy AccounT | MEMBERSHIP Deatus OccurRING Ratio DeaTE 
a j | Loss PER 1000 
o | } —— — —— 
NAME AND LOCATION OF COMPANY | £2 
ga 1917 | 1922 1927 
i@) ’ 
Written | Lapsed | Written | Lapsed | Written » Lapsed | 1917 1922 1927 1917 1922 1927 | 1917 | 1922 | 1927 
Free Sons of Israel, New York “ityt............. 1849 559 357 287 245 201 173 7,179 6,645 5,550 304 242 204| 42.34] 36.42] 36.76 
Czecho-Slovak Prot. Society of U. S., Chicagota..| 1854 723 623 985 558 440 568 24,148 22,807 21,172 452 400 474) 18.72) 17.54| 22.39 
Order of R. R. Conductors, Cedar Rapidst....... 1868 2,268 1,177 2,358 2,263 1,836 2,245 45,410 54, 52,667 599 742 $85) 13.19] 13.52) 16.80 
Expressmen’s Mut. Benefit Assn., New York*r....| 1860 303 263 6,585 3,717 3,398 1,586 4,163 23,626] 31,379 47 105 150) 11.22) 4.44) 4.78 
Buffalo Life Association, Buffalofr............... 1872 1,638 993 2,528 1,432 1,451 1,317 14,819 18,825 19,476 240 289 8354) 16.19) 15.36) 18.18 
Artisans Order of Mut. Protection, Philadelphiat..| 1873 611 836, 3,254 1,814 3,843 4,186] 15,881] 23,000] 30,926 179 202 258| 7.80) 8.78) 8.34 
Shield of Honor, Baltimore.................... 1875 92 1,189 46 90 9 68 4,302 3,373 2,590 162 103 106] 37.65] 30.53] 40.93 
Golden Cross of the World, Knoxville, Tenn. ..... 1876 1,590 1,573 1,593 1,651 913 1,345} 15,915} 14,367) —_9,957 373 356 262| 23.43] 24.78] 26.31 
Knights of Pythias, Indianapolist............... 1877 5,883 2,899 7,745 5,556 6,918} 16,084) 72,561] 85,537| 88,869 1,121 1,193 1,341} 15.47] 13.95] 15.09 
Royal Arcanum, Bostont....................... 1877 5,320| 33,556] 5,507 7,873 8,850 8,616] 145,568} 126,874, 104,375 3,431 2,419 2,447| 23.56] 19.08] 23.46 
Catholic Knights of America, St. Louist.......... 1877 992 992 837 604 920 596] 18,546} 18,814} 15,039 heed 381 eee 20.25) 20.48 
Knights Temp. & Masonic Mut. Aid, Cincinnatitr.| 1878 273 413 273 231 63 196 5,449 4,862 3,736 143 152 115} 26.24] 31.26] 30.78 
Order of Mut. Protection, Sup. Lodge, Chicagot...| 1878 391 454 164 263 333 473 5,896 5,594 5,083 124 109 119} 21.03' 19.49] 23.41 
Scottish Clans, Order of, Bostont................ 1878 1,281 919 1,581 1,249 1,884 1,816] 18,290} 19,163} 22,060 191 191 231| 10.44! 9.97] 10.47 
Mass. Catholic Order of Foresters, Bostont....... 1879 1,861 808 2,370 860 2,510 1,116} 43,451 53,343} 57,677 538 592 712| 12.38) 10.09) 12.34 
Polish National Alliance, U.S. A., Chicagot...... 1880 | 25,014] 16,887 1,201] 13,165} 23,559} 14,164) 124,035] 125,910] 176,376 1,281 1,327 1,943] 10.32] 10.54) 11.01 
National Union Assurance Society, Toledo, O., t..; 1881 3,193 3,769 1,151 3,867 894 1,229 54,869 35,118 26,842 1,140 864 650| 20.77) 24.60) 24.22 
Knights of Columbus, New Haven, Conn.t....... 1882 11,971 5,024, 19,614] 14,630] 20,061} £16,528} . 123,979] 223,149] 237,587 936 1,311 1,650] 7.55] 5.88] 6.94 
Catholic Order of Foresters, Chicagot............| 1883 8,908 5,438 1,489 28,332 4,656 3,556} 150,797) 132,100} 122,446) ~ 1,662 1,644 1,686] 11.02) 12.44) 13.77 
Royal League, Chicagot........................ 1883 1,462 6,802 1,496 1,690 1,283 1,167, 24,422} 21,843] 19,453 393 335 378| 16.09] 15.34] 19.44 
Brotherhood of Ry. Trainmen, Clevelandt........} 1883 26,477 9,420 10,161 13,163 15,597 11,274; 150,154) 158,351) 172,326 1,403 1,189 1,308} 9.34) 7.51] 7.59 
Modern Woodmen, Rock Island, Ill.t............ | 1884 85,576 37,953] 105,505} 74,066) 83,318} 84,696] 1,047,011} 1,074,118] 1,121,097 8,932| 10,426 13,664} 8.53] 9.70} 12.18 
Fraternal Home Ins. Society, Philadelphiatf. ..... | 1885 4,567 5,164 2,990! 3,805 2,657 3,075| 16,652} 23,720] 18,724 278 264 243| 16.69] 11.13] 12.98 
Emp. State Life Ass. Soc., Jamestown, N. Y. g.r.....| 1886 521 430 386 348 270 321 8,162 7,550 6,793 162 158 185| 19.85] 20.93] 27.23 
Grand Fraternity, Philadelphiat................. 1886 1,778 2,002 2,375 1,743 2,642 4,844 11,531] —_ 15,259 8,923 92 129 125) 7.98] 8.46) 14.01 
Protected Home Circle, Sharon, Pa.t.............| 1886 15,0941 12.610} 14,004 14,114) 47,904) 72,570) + +—-99,297] 122,825] 80,419 1,084 1,237 1,370} 10.91] 10.06] 17.03 
Working Men’s Co-op. Assn., New York Cityr....| 1886 19,735| 19,021 9,620 9,475} 11,259] #12,074| 19,492} 19,103} 15,026 186 167 146} 9.54) 8.74) 9.72 
Western Mutual Life Association, Los Angelesrtrw.| 1886 1,725 634 1,555 2,727 1,403 3,558 11,960 12,001 13,006 u 136 74 u | 11.34) 5.69 
New England Order of Protection, Bostont....... 1887 404 6,684 1,191 724 634 1849| 27,736] 26,275} 24,016 665 583 570| 23.97] 22.19] 23.74 
Brith Abraham, Ind. Order of, New York Cityt...| 1887 15,699 7,272 9,239 1,261 2,068 18,663} 200,997} 142,812) 113,888 1,883 1,917 2,177; 9.37} 13.42) 19.11 
Polish Roman Catholic Union, Chicago.......... 1887 10.657 7,124 3,057 5,905} 14,412} 4,366} 101,967| 77,516] 101,062 838 751 972} 8.22) 9.69) 9.62 
Loyal Association, Jersey Cityt................. 1889 | 666 2,482 144 248 119 1290 3,612 3,104 2,476 96 65 68} 26.57' 20.94) 27.46 
Order of Sons of St. George, Chicagot............ 1889 | 48 160 85 155 “40 94 2,737 2,282 2,077 33 39 48| 12.05; 17.09) 23.11 
Fraternal Aid Union, Lawrence, Kan.t........... 1890 | 37,370| 40,941] 12,953] 19,411] 17,473) 15,113} 111,875] _79,045/ 79,087 2,571 1,578 1,705] 22.98 19.96| 21.56 
Ladies Catholic Benevolent Assn., Eriet..........| 1890 5,383 2,439 2,424 9, 2,248 1,614] 155,94t} 110,799} 104,488 1,678 1,716 1,827} 10.76. 15.50) 17.47 
Travelers Protective Assn. of America, St. Louis...| 1890 aes bs das 16,636 14,761 21,500 15,141 65,201} 102,018} 127,484 456 686 931| 6.69, 6.72) 7.30 
Catholic Knights of Ohio, Clevelandt............ 1891 510 213 344 207 303 133 7,956 8,424 8,471 98 125 101| 12.31, 14.84] 11.92 
Women’s Catholic Order of Foresters, Chicagot. ..| 1891 3,643 981 1,844 17,519 2,567 11,637 71,897 66,749 66,142 1,030 1,118 1,138} 14.32) 16.75) 17.21 
‘Order of the Amaranth, Detroit................. 1891 308 424 329 309 265 336} 2,830} + —_—-2,993 2,859 47 35 49| 16.61| 11.69] 17.13 
Woodmen of the World, 8. C. Omaha, Neb.t..... 1891 | 123,397/ 78,099} 37,239]  82,970/ 59,033] 55,894) 842,546] - 506,882) 491,280! 6,994 5,756 6,519} 8.30) 11.36) 13.27 
| | 
German Beneficial Union, Pittsburght........... | 1892 | 7,216} 3,879) + —-10,495 5,507| 10,946 9,829} 31,201] 52,609} 72,717 337 444 591] 10.80} 8.44) 8.13 
Security Benefit Association, Topeka, Kan.th..... | 1892 42.578| 20,991] 25,027} 84,786} 23,903] 22,110] 195,732} 227,835} 221,784 1,921 2,498 2,746| 9.82] 10.96} 12.38 
Women’s Benefit Association, Port Huront.......| 1892 17,405] 12,804) 28,532) 22,982) = 16,250) 25,818] 178,228) 236,333) 224,008 1,625 2,153] 2,221) 9.12) 9.11) 9.91 
Catholic Fraternal League, Boston............... | 1893 315 280 302 510 36 68 1,967 1,904 1,104 29 30 15| 14.74) 15.76} 13.59 
Totals and Averages (44 Societies)........... 494,805] 356,979} 357,510] 475,871] 420,869] 421,396] 4,286,362] 4,100,341] 4,132,517)  45,754/ 46,157) 53,066) 10.67) 11.26) 12.84 
American Insurance Union, Columbust.......... | 1894 23,674 6,232) 17,646} 12,504) 30,787} 48,308} 60,394) 110,370) £148,086 553 1,195 1,758} 9.15} 10.83} 11.87 
Ben Hur, Sup. Tribe, Crawfordsville, Ind.t....... 1894 17,232} 16,726 6,610 9,869 9,913} 10,747] 85,224] 66,207 +. 60,341 984 824 $46| 11.54] 12.48) 14.02 
Gleaners, Ancient Order of, Detroitt.............| 1894 5,360] 4,070} 2,986] 8,815} 6,276; + 3,000) +~—-65,937) 60,476] 445,892 518 565 561) 7.85/ 9.34) 12.22 
Chicago Frate-nal Life Assn., Chicagote.......... 1895 2,411 6,993 939 4,394 4,362} 15,345 21,848 20,494 24,156 335 367 445) 15.33) 17.91) 18.43 
Royal Neighbors of America, Rock Island?. ...... 1895 50,313)  20,260/ 28,668 17,393]  67,959/ 53,132} 346,763] 404,278 493,247 1,976 2,907 3,869} 6.69) 7.19) 7. 
Woodmen’s Circle, Omahat..................... | 1895 26,105} 11,961) 10,035} 19,683) 13,761) 11,839] 183,424] 134,657} 130,560 1,351 1,254 1,311} 7.37] 9.32] 10.04 
North American Union, Chicagot.........._.... | 1895 ifr 540 1,175 2,054 1,697 862} 22,804) 14,661) 17,257 105 271 260} 4.60) 18.48) 15.06 
Degree of Honor, Sup. Lodge, St. Pault.......... 1896 2,779 3,383 5,913 2,628 9,538 4,709| 46,729} 57,015| 467,193 454 556 607| 9.72] 9.75| 9.03 
Fraternal Brotherhood, Los Angelest............ 1896 1,854 5,313 2,990 3,805 1,055 543] 22,400} 23,720| +—-14,268 297 264 179} 13.26} 11.13] 13.05 
Mystic Workers of the World, Fulton, Hl.t....... 1896 8,366, 9,498] 4,630] 13,425] 21,869} 25,201) 94,984) 72,955) 72,371 655 697 766| 6,89| 9.55) 10.58 
Royal Highlanders, Lincolnt.................... 1896 1,739 1,017 593 1,260 302 713} 28,948} 20,768) 18,525 183 209 212| 6.32) 10.06) 11.45 
Brotherhood of American Yeomen, Des Moinest...| 1897 39,531] 28,982! 23,017} 171,879] ¢29,790| 19,811] 238,528} 208,782) d159,396 1,623 2,029 1,562} 6.80) 9.72) 9.80 
Modern Brothe-hood of America, Mason City, Ia..| 1897 3,893 9,900| 3,581 4,464 4,963 5,255, 58,428) 48,610} 43,536 676 562 572| 11.56] 11.56] 13.14 
Neighbors of Woodcraft, Portland, Ore.......... 1897 1,733 1,779 3,718 1,836 8,280 2,968} 44,821) 52,857) 75,419 411 563 807| 9.17} 10.65} 10.70 
New Era Life Association, Grand Rapidet ......... 1897 8,386 4,167 3,881 5,709 3,280 14,406 32,871 35,958 33,173 245 319 399 7.45 8.87} 12.03 
Praetorians, The, Dallast....................... 1898 7,434 4,713 9,422 9,047 8,069 6,251, 26,637; 36,752) 39,043 196 227 285| 7.36] 6.18] 7.30 
Totals and averages (16 Societies)...........| 200,780] 135,534} 125,804! 288,765] 221,901] 203,090)’ 1,380,740] 1,368,560] 1,441,916] 10,562) 12,809} 14,439) 7.65) 9.36) 10.01 
Jr. O. U. A. M., Ben. Dezree, Pittsburght : 1899 2,124 1,107 2,186] 3,887 5,001 3,344] 10,287} 22,519] 23,150 53 119 139] 5.15] 5.28] 6. 
North Star Bene‘it, Moline, lit... 1899 "499 "204 142| 1,257 413 268] 7,222} —_-6,083| 5,454 37 49 66) ~5.12| 8.06) 12.10 
Jr. O. U. A. M., Fun Fen, Pittsburght.. 12). 1399 | 39,540] 25,962] 28,632 37,306] 66,687 + 139,283| 228,169 253,399} 323,123] 1,695, 1,921) 2,860) 7.43) 7.58) 8.85 
L'Union St. Jean Baptiste, Woonsocket?.. |. || 1900 3,688} 2,170} 4,471 4,093} 2,710} 4,709] 31,185). . 41,949) 48,302 297 339} . 438| 9.52) 8.08) 9.07 
Liberty Life Assurance Society, Birminghamtj....| 1900 3,152 eS 6,651 3,007 8,733; 14,805) 28,595} 25,451) 29,143 cymes Rem 137} ....} 6.80) 4.70 
American Woodmen, Sup. Camp, Denvert........| 1901 | 15,621} 12,208 23,904] 24,828) 12,839| 14,733] 23,260) 51,986] 56,561 186)?’ B74} ~. 756) 7.96) 10.83) 13.37 
Golden Seal Assurance Society, Roxbury, N. Y.t..| 1902 4,877} 4,478, 3,970} 3,235} 4,022) 3,355} 9,546} 10,392) 11,550 87 85 116) 9.11) 8.18) 10.04 
Aid Association for Lutherans, Appletont...._. 1902 2,032 806} 7,444, - 1,310} + —-10,815] = 1,941) 11,295] 28,583] 59,766 61; . 125 205) 5.40) 4.37) 3.43 
Fraternal Reserve Association, Oshkosht..._ | 1902} 1,600} 1,454] 3,450] 3,382} 2,639) 2,157)... 12,153} 14,883), 14,0)8,.  _ 108), 93)... 117} 8.48) 6.25) 8.34 
} ieee a 
Totals and averages (9 societies)............| 73,133} 48,479} 80,859} 82,305) 104,859} 74,595) 361,712) 455,245) 571,067 2,519} 3,478 4,834 6.97 se 8.46 
Slovene National Benefit Society, Chicago 1904 3,110/ 1,301) + = 4,072} += :1,652} 3,138} 2,248; 16,678} 28,833} 39,131 132) 200 299| 7.91) 6.94) 7.64 
Modern Romans, Manistee, Mich... | 1904 | 89, S88 18 192 10 57| 2,668} 2,397] (2,057 14] 26} ===) 5.25) 10.85) 10.69 
Totals and averages (2 societies)............ | 3,199] 1,389] 4,090, 1,844) 3,148} 2,305] 19,346] 31,230) 41,188 146) 226 321] 7.53 Le PR 
| 771/917! 542'381' 568,263' 848,785' 750.777 701,386 '6,048,160 | 5,955,376] 6,186,688 58,981, 62.670 —_‘72,660!_ 9.75! 10.52! 11.74 











Grand totals and averages (71 societies)... ... 








t Maintains a legal reserve. _b Formerly the Knights and Ladies of Security, Topeka. a For- 
and the National Protective Life Association, Waverly, N. Y. Figures for 1917 and 1922 are 
Liberty. d Includes Juvenile. -k Figures exclude untransferrec merger 
(w) Reinsured June 1928, in the OccidentalLife, Los. Angeles, Calif. 


* Maintains reserve by American Experience Table and three per cent. interest. + Maintains a mortuary reserve. 
merly the Bohemian Slavonian Benefit Society of U. S., Cleveland. ¢ Consolidation of the Columbian Circle, Chicago, 
for those of the Columbian Circle. f Formerly Fraternal Mystie Circle. g Formerly Empire State Degree of Honor. j Formerly Heralds of 
business. u Unavailable. s Includes total disability. c Includes reinsurance. Includes other terminations. r Assessment associations. 





PLANS FOR ENDOWMENT FUND Company, last week the committee in charge of Clark, president of the National Association 
Committee Discusses Raising of $100,000 subscriptions for the Edward A. Woods of Life Underwriters, Dr. S. S. Huebner, dean 
in Year Foundation discussed ways and means of rais- of the American College of Life Underwriters, 


Meeting in the office of Hugh D. Hart, vice- ing $100,000 within the ensuing year. In addi- and William M. Duff, president of the Edward 
president of the Penn Mutual Life Insurance tion to Mr. Hart there were present Paul F. A. Woods Company, of Pittsburgh. 
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SALESMEN’S SAMPLES 


FURS LINENS 
DRESSES CLOTHING 
LINGERIE MEN’S WEAR 


CLOAKS & SUITS LEATHER GOODS 


Except Jewelry 


INSURED AGAINST ALL RISKS 


With Some Exclusions 


WHILE TRAVELING 


A. F. SHAW & CO., Inc. 


GENERAL AGENTS — ALL RISKS DEPT. 
ST. PAUL FIRE & MARINE INSURANCE CO. 
NEW YORK CHICAGO 








75 Maiden Lane Insurance Exchange 
Phone Beekman 4546 Phone Wabash 1068 | 








AND ALL OTHER LINES 





— 
ONSTAR area 





SORTS 
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AERO UNDERWRITERS 
ORGANIZING 


Holding Company for Barber & Bald- 
win Interest 








HEADED BY HORATIO BARBER 





Aero Indemnity and Aero Insurance Now 
Operating—New Company to Have 
250,000 Shares at No Par Value 

THE SPECTATOR in its issue of October 4 de- 
scribed the organization of the Aero Indemnity 
Company, Inc., and the Aero Insurance Com- 
pany, Inc., in New York. It is now announced that 
both companies are owned by Aero Underwrit- 
ers Corporation, with an authorized capital of 
250,000 shares of no par value, which will act as 
manager of the two insurance companies. The 
underwriting will be done through the agency 
of Barber & Baldwin, Inc., of New York, the 
widely-known firm of aviation underwriters. 
Barber & Baldwin will continue to serve other 
insurance companies and reinsurance groups, 
thus producing a pool of interests that will af- 
ford the distribution necessary for the broad 
coverage and large indemnities required for the 
protection of the expanding aviation industry. 

The Aero Indemnity has a paid-in capital and 
surplus of $2,000,000 and the Aero Indemnity, 
which has a fire and marine insurance charter 
has a paid-in capital and surplus of $1,000,000. 
The lines of insurance to be written by the two 
companies include fire, accidental damage, tor- 
nado, theft, public liability, passenger liability, 
property damage, personal accident, compensa- 
tion and cargo. The entire enterprise will be 
supported by the Aero Engineering and Ad- 
visory Service, Inc., which is also owned by the 
Aero Underwriters Corporation, operating a 
country-wide aeronautical engineering and ad- 
visory service which will serve not only the 
companies comprising this group but also other 
insurance companies, aircraft operations, bank- 
ing interests and the public. 

Horatio Barber, F.R.Ae.S., M.I.Ae.E., is pres- 
ident of the Aero Underwriters Corporation. 
For the past twenty years he has been a most 
prominent figure in aviation and insurance 
circles. He is the author of various aeronau- 
tical publications which have been adopted by 
the United States and British governments for 
the purposes of their air forces, and he has 
had many years of practical flying experience, 
aircraft designing, construction and operation 
and a wide experience in aviation insurance un- 
derwriting. He will have a trained underwrit- 
ing staff headed by Major George L. Lloyd, an 
experienced pilot and long associated with Mr. 
Barber in aviation underwriting. The directors, 
men representing aviation insurance and bank- 
ing interests of importance, include the follow- 
ing: 

Horatio Barber, 


F.R.Ae.S., M.I.Ae.E, 





president of the company; Prof. Alexander 
Klemin, Daniel Guggenheim School of Aero- 
nautics of New York University; A. L. Gates, 
vice-president, New York Trust Company; 
Hartwell Cabell, Ignatius & Lown; Major- 
General Mason M. Patrick, recently retired 
chief of Air Service Corps., United States 
Army; Charles E. McManus, president, Crown 
Cork & Seal Company, Inc.; L. Brooks Leavitt, 
Paine, Webber & Co.; Col. Benjamin F. Castle, 
first vice president and general manager, First 
Federal Foreign Investment Trust; treasurer, 
National Aeronautic Association; Major George 
L. Lloyd, vice-president, Barber & Baldwin, 
Inc.; J. V. Forrestal, Dillon, Read & Company ; 
Walter W. Colpitts, Coverdale & Colpitts, con- 
sulting engineers; Henry Moir, president, United 
States Life Insurance Company; Thomas B. 
Boss, president, American Reserve Insurance 
Company; Frederick B. Rentschler, president, 
Pratt & Whitney Aircraft Company. 

The shares of the corporation appeared on 
the market last week offered at $35 per share, 
under the auspices of the New York Stock Ex- 
change house of Paine, Webber & Co., Fuller, 
Richtor, Aldrich & Co., and their associates. 


Approves Report 
(Concluded from page 3) 

changes is expected to expedite their work. 

Local underwriters see in the motion of the 
Bureau an endorsement of the plan proposed by 
the committee even if it does not specifically 
commit the Bureau to a formal acceptance. 
However, it is: pointed out that the Bureau 
could not adopt the rules so long as certain re- 
vision had not been disposed of. Therefore it 
is probable that the joint committee will take 
some action on these revisions, and if the origi- 
nal draft is changed in any way the plan again 
will be submitted to three organizations for for- 
mal adoption. If no change is made only the 
formal approval of the two company organiza- 
tions will be necessary, it is said. 


Bergen County Agents Meet 

At the first annual meeting of the Bergen 
County Association of Insurance Agents held 
last week at Hackensack, N. J., Alfred Christie, 
Bergenfield, was elected president; John C. 
Conklin, Hackensack, first vice-president ; Edw- 
ard M. Schmults, Ridgewood, second vice-presi- 
dent, and Allan Livingston, Englewood, secre- 
tary-treasurer. 
_ A resolution was passed adopting the follow- 
ing brokerage scale: 7134 per cent on agents’ 
15 per cent business, 1214 per cent on agents’ 20 
per cent business and 20 per cent on agents’ 30 
per cent business. Also 15 per cent on tor- 
nado business. Consideration was given to the 
question of the writing of bonds by one certain 
individual for all road work done in the county. 
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GEORGE E. CROSBY DEAD 





Publicity Head of A=tna Fire Victim 
of Heavy Cold 





WAS SECRETARY OF AD CONFERENCE 





IlIness Contracted at Washington Conven- 
tion—Death Resulted from Relapse 


George Ellery Crosby, superintendent of pub- 
licity and advertising for the three companies 
comprising the Actna Fire Group of Hartford, 
died suddenly at his home on Stony Hill, Wind- 
sor, Conn., on October 11. He attended the 
annual convention of the Insurance Advertising 
Conference which was held in Washington on 
October 1, 2 and 3 and of which he was secre- 
tary. While there, he contracted a grippe cold 
and was unable to attend the convention proper, 
being confined to his room in the hotel. The 
keynote speech of the convention had been pre-. 
pared by him and, due to the seriousness of his 
illness, had to be read by someone else at the 
convention. On returning home he suffered a 
collapse but was apparently recovering until 
about 9 o’clock Thursday night his condition be- 
came alarmingly worse, and he died, the imme- 
diate cause being an embolism. 


Mr. Crosby was born in Hartford, Decem- 
ber 3, 1877, son of George Ellery Crosby and 
Clara Hutchings Crosby. He received a gram- 
mar and high school education in Hartford and 
entered the employ of the AZtna (Fire) In- 
surance Company as mail boy and spent his en- 
tire life with that company. Through close ap- 
plication to his work and fired with a strong 
ambition to advance himself, he was promoted 
from one department to another until he was 
made examiner for Connecticut and - Rhode 
Island, which position he held until 1924 when 
he was assigned the work of establishing an ad- 
vertising and publicity department for the 
Etna Fire organization, being given the title 
of superintendent of publicity in October 1925 
for the A2tna Fire and the World Fire and Ma- 
rine Insurance Company. When the Century 
Indemnity Company was organized and added 
to the 7Ztna Fire Group in 1926, Mr. Crosby’s 
duties as superintendent of publicity were ex- 
tended to that company also. He had for years 
made an exhaustive study of the needs of in- 
surance advertising; it was a subject that he 
had covered thoroughly and he was so well 
versed as to make his opinions sought by many. 
He maintained a close business friendship with 
the managers of many of the leading insurance 
companies throughout the country. Mr. Crosby 
had an excellent record for constructive work 
in insurance advertising lines; had real adver- 
tising ideas and was chosen secretary of the 
Insurance Advertising Conference as the one 
man who could carry on the many details of 
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the conference and be relied upon to have every- 
thing done right. He was a man with a re- 
markable clear understanding of the inter-rela- 
tionship of insurance and industry. 

Mr. Crosby moved from Hartford to the 
Town of Windsor some twenty-five years ago 
and took an unusual interest in the growth and 
development of that town. During 1914 and 
1915 he was president of the Windsor Chamber 
of Commerce, and for eight years, since the 
founding of the Windsor Historical Society, he 
was its president. His literary activities in- 
cluded newspaper work in that he was editor of 
“The Windsor Town Crier” for many years, 
previous to its suspension necessitated by the 
World War. About a year ago in the Wind- 
sor Herald there appeared a column under the 
same heading, of which Mr. Crosby was the 
author. He wrote many interesting and instruc- 
tive articles for insurance publications on the 
subject of insurance advertising, chief among 
which was an article in the Weekly Under- 
writer of March 31, entitled “Advertise to Get 
Your Personality Across.” 

In Hartford circles he was a prominent and 
active member of the Hartford Advertising 
Club, being one of its present directors. 


Mr. Crosby is survived by his widow, the 
former Daisy Gordon Stewart of Washington, 
and by two sisters and two brothers. The 
funeral was held Sunday, October 14, from his 
late home. 


In a statement especially prepared C. E. Rick- 
erd, president of the Insurance Advertising 
Conference; John W. Longnecker, of the Hart- 
ford Fire Insurance Company ; and E. C. Spar- 
ver, of the Connecticut Mutual Life Insurance 
Company, said: 


Mr. Crosby had lately given a great deal of 
his time and efforts to the Insurance Advertis- 
ing Conference. more especially following his 
election to the office of secretary which he as- 
sumed in January of this year. It was upon 
his recommendation that the recent most suc- 
cessful convention was held in Washington, and 
he was placed in charge of the general arrange- 
ments for that meeting. In addition, a short 
time before the convention, he took over the 
task of making up the program, securing the 
speakers and the other details connected with 
the work of the convention when the chairman 
previously chosen for that duty resigned and 
the whole convention depended upon getting a 
program together quickly. 

Mr. Crosby’s work for the Conference was 
done largely after office hours, so that when 
the time for the convention arrived he reached 
Washington completely exhausted. He carried 
on, however, and did his part in making the 
Sunday evening “Get Acquainted” party one of 
the most enjoyable affairs of that nature ever 
put on. He retired late and was unable to leave 
his bed again during the convention. 


Nassau County Underwriters Organize 

The Nassau County Insurance Agents Asso- 
ciation was organized at Mineola, N. Y., last 
month when a constitution and by-laws were 
adopted and fifty agencies were enrolled as mem- 
bers of the organization. 





—The Regulations of the National Board of Fire 
Underwriters for the installation of sprinkler equip- 
ment, dated 1928, have been issued. | 


WEST VIRGINIA INJUNCTION 
DISMISSED 


Companies Agree to Withdraw Agency 
Contract and Submit New One to 
Commissioner 


The Circuit Court in Kanawha County, W. 
Va., has dismissed the injunction suit insti- 
tuted at the instance of the Insurance Commis- 
sioner of that State to restrain the company 
members of the West Virginia Uniformiy As- 
sociation from enforcing the agency contract in 
West Virginia. This action was at the in- 
stance of the attorney-general, whose request 
was submitted to the court after a conference 
with Insurance Commissioner Mallison who fav- 
ored the action. The court’s ruling was a vic- 
tory for the agents, as it leaves the way open 
for establishing a new agency agreement in 
West Virginia which will be upon a basis satis- 
factory and in accord with the views of the 
State Insurance Commissioner, who is said to 
favor the agency viewpoint. 

The court order stated that it appeared to 
the court that the matters in controversy had 
been settled to the mutual satisfaction of the 
parties thereto, and that the defendants through 
the West Virginia Uniformity Association had 
agreed in writing to withdraw the commission 
contract complained of and not to submit the 
same again to their West Virginia local agents 
without first submitting it to the Insurance 
Commissioner of West Virginia, and that it 
had, upon the joint motion of the plaintiff and 
the defendants ordered that the injunction be 
dissolved and dismissed. 


Firemen’s Case Advanced 


Wasuincton, D. C., October 12—The 
United States Supreme Court has advanced 
arguments on the case of the Firemen’s Insur- 
ance Company of Newark, N. J., versus James 
A. Beha, superintendent of insurance of the 
State of New York, to January 7, as a result 
of a motion granted October 8. 

The company seeks an injunction against the 
superintendent from interfering with the trans- 
action of the business of the company in New 
York State, and from threatening or attempt- 
ing to exclude it from that State. The suit 
centers about the provisions of section 16 of the 
New York Insurance Law, under which a do- 
mestic fire insurance corporation is forbidden 
to invest a sum exceeding 50 per cent of the 
difference between its gross assets and its out- 
standing capital in the stock of other insurance 
corporations. In May, 1927, the superintendent 
of insurance charged the company with a viola- 
tion of this law, in that its funds to an amount 
in excess of 50 per cent of its then surplus were 
invested in the stock of other insurance com- 
panies. As a result of the refusal of the com- 
pany to alter its investments so as to comply 
with his demands, it is alleged, the superintend- 
ent refused to issue a certificate of authority to 
the company to do business in New York and 
has threatened to exclude it from the further 
transaction of business in that State. 
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MERCHANTS FIRE INCREASE 
Proposes to Add $1,000,000 by Stock 
Dividend 

Stockholders of the Merchants Fire Assur- 
ance Corporation of New York at a special 
meeting to-morrow will vote on the proposal to 
increase the capitalization of the company from 
$2,000,000 to $3,000,000 by the issuing of $750,- 
000 additional common stock and $250,000 addi- 
tional preferred stock, all to be distributed to 
the present common shareholders, pro rata in 
the form of a stock dividend. They will also 
vote on the proposal to reduce the par value of 
the common stock from $25 per share to $10 
per share. 

The notice to the stockholders for the special 
meeting is as follows: 

To authorize the increase of the common 
stock from $1,500,000 to $2,250,000 to consist 
of 225,000 shares of the par value of $10 each, 
and the increase of the preferred stock from 
$500,000 to $750,000 to consist of 7500 shares. 
of the par value of $100 each, making a total 
authorized capital stock of $3,000,000. 

If these stock increases and the reduction of 
the par value of the present common stock is 
authorized by the stockholders, and by the 
Superintendent of Insurance of the State of 
New York, the directors contemplate the issu- 
ance of two and one-half shares of the new 
common stock of the par value of $10 each in 
exchange for each share of the present com- 
mon stock of the par value of $25 each, upon 
the surrender of such share of the present com- 
mon stock. 

All of the increased common stock, to-wit, 
$750,000, consisting of 75,000 shares of the par 
value of $10 each, and all of the increased pre- 
ferred stock, to-wit, $250,000, consisting of 2500 
shares of the par value of $100 each, if author- 
ized, will be issued to the holders of the com- 
mon stock as a stock dividend in proportion to 
their several holdings. 

If the above changes in capital stock are ap- 
proved, each holder of a share of the present 
common stock of the par value of $25 a share 
will exchange the same for two and one-half 
shares of the new common :stock of the par 
value of $10 a share. If the dividend is author- 
ized each holder of a share of the common 
stock of the par value of $10 a share will be- 
come entitled to one-half a share of the new 
common stock and one-sixtieth of a share of 
the new preferred stock. Scrip certificates will 
be issued for the fractional shares. 

When the recapitalization plan proposed above 
is put into effect the corporations assets will be 
above $13,000,000, capital $3,000,000, contingent 
reserve $750,000 to $1,000,000 and net surplus 
$4,500,000 or over, making the surplus to pol- 
icyholders $7,500,000. The Merchants Fire As- 
surance Corporation is now eighteen years old 
and its growth from year to year has been 


excellent. 


H. J. Thomsen Promoted 
At a meeting last week of directors of the 
American Equitable Assurance Company and 
the Knickerbocker Insurance Company, New 
York, H. J. Thomsen was elected assistant sec- 
retary. These companies are members of the 
Corroon and Reynolds group. 


—The American International Underwriters Cor- 
poration, which is affiliated with the American Asiatic 
Underwriters and the Asia Life Insurance Company, 
has moved from 123 William street to 80 William 

street, New York. 
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Sprinklers and Superior Construction Curb 
Fire Losses in St. Louis 


city in the Mississippi Valley, St. Louis 

has legal claim to many other distinc- 
tions, several of which should be of particular 
interest to fire insurance men in general, and 
local agents in particular. 

It is the only municipality in the world that 
specifies specifically, and by ordinance, what 
must be done to guard against fire in buildings 
of certain sizes and types. Any structure con- 
taining 7500 feet of floor area must be built 
of fire-resisting construction or equipped with 
an automatic sprinkler system. 

The reported fire loss in St. Louis amounted 
last year to approximately two and a half mil- 
lion dollars, which was just about equal to its 
annual fire loss twenty-odd years ago. That 
is, construction reforms and the use of sprink- 
lers have succeeded in holding the gross fire loss 
practically at a standstill, though there has been 
a tremendous increase in the insurable value 
of buildings and contents throughout the city. 

It is significant, too, that a count of 630 
sprinklered risks within St. Louis revealed the 
fact that 600 of them carry their insurance 
with stock fire insurance companies. 

The city’s success in preventing and con- 
trolling fires has been due in large measure to 
the vision and leadership of one of its insur- 
ance agents—George D. Markham, head of Wil- 
liam H. Markham & Co. As long ago as 1886, 
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which was soon after his graduation from Har- 
vard and his admittance to membership in the 
firm of which his father was the head, Mr. 
Markham introduced in St. Louis the use of 
automatic sprinkler protection. 

From a local agency standpoint he was 
strictly a pioneer at that time, blazing trails 
into which others have followed at an increas- 
ing rate. He has continued throughout the 
years an ardent advocate of sprinkler protec- 
tion and fire prevention, in consequence of which 
the agency firm he heads is a leader in St. 
Louis, while Mr. Markham himself is almost 
as well-known nationally as he is locally. 

Just by way of being specific, here is an 
actual survey which recently won a sizable 
risk for a local agent in a middle-western city, 
thanks to his showing the owners what the in- 
stallation of sprinklers would do for them. 

The prospect was a publishing house, own- 
ing its own plant. It carried fire insurance of 
$22,000 on its building at a rate of $1.18, and 
$60,000 insurance on contents at a rate of $1.90. 
This made its building insurance cost $259.60 
a year, and contents $1140—a total of $1399.60 
annually. Over a period of five years this 
yearly outlay would amount to five times 
$1399.60—$6998. 


“Now this is what I propose,” the prospect 
was told by the local agent, who had been 
smart enough to take advantage of the free 
survey service furnished by a leading manu- 
facturer of sprinkler equipment. “Install a 
sprinkler system in your plant, and from the 
minute it is connected you will have the surest 
and safest protection against fire that ever was 
devised. The insurance rate on your building 
will be reduced from $1.18 to 25 cents, and 
your rate on contents from $1.90 to 34 cents. 
Continuing as heretofore $22,000 on the build- 
ing, and $60,000 on contents, your insurance 
under the sprinklered rate will be $55 per year 
on the building, and $204 on contents. I rec- 
ommend also. sprinkler leakage insurance, 
amounting to 10 per cent of your contents 
value, which will take the 34c. contents rate— 
that is, $6000 will cost you $20.40 a year. 

“Also you should have an alarm system, con- 
necting your plant and the sprinkler system with 
fire department headquarters, and that service 
will cost you $80 a year; and the city’s charge 
for water, by reason of your having a sprinkler 
system, will cost $8 a year. Thus, with the 
sprinkler system installed, your total charges 
per year will be $55 on building, $204 on con- 
tents, $20.40 for sprinkler leakage insurance, 
$80 for alarm system, and $8 for water—a 
total of $367.40. Five years of protection at 
this amount per year would be $1837. 

“But insurance on your plant and contents, 
without sprinklers, will cost you $6998 during 
the next five years, as we have figured out 
above. This total, minus the $1837 cost under 
the sprinkler plan, means a saving to you of 
$5161 during the next five years—provided you 
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install the system.” 

“All well and good,” agreed the publisher. 
“According to your figures, the case is proved. 
But a sprinkler system costs a lot of money.” 

“Suppose I’d agree to install the sprinklers 
without cost to ydur firm?” the agent countered. 

“I can’t imagine such a thing. What do you 
mean ‘without cost’ ?” 

“Just this, the agent went on. “I have 
shown you that the cost of your protection 
against fire will be $5161 Jess during the next 
five years if you install an automatic sprinkler 
system. I can have such a system put in your 
plant at a cost of $915 a year for five years, 
the total charge being $4575. This is $586 less 
than the $5161 you will save by reason of hav- 
ing the sprinklers installed. In other words, 
the system will pay for itself in five years out 
of the insurance premiums saved, give you a 
éash profit of $586, and all the while your plant 
and business will be under the protection of 
the surest foe of fire.” 

“That sounds pretty good,” the publisher 
said. “I guess we can do business.’ 

“Of course,” agreed the agent. “But just to 
mention another point which may not have oc- 
curred to you—after the sprinkler system has 
entirely paid for itself in five years and given 
you a profit to boot, it thereafter belongs to 
you and will pay you a handsome dividend year 
after year in the form of reduced insurance 
cost.” 


NEW ENGLAND ELECTIONS 
A. C. Mason Heads Vermont Agents; G. F. 
T. Trask, New Hampshire 

At the annual meeting last week of the Ver- 
mont Association of Local Agents A. C. Mason, 
of Rutland, was elected president Other of- 
ficers elected were Thomas C. Cheney, Mor- 
risville, vice-president; Mary Louise Milo, St. 
Albans, secretary-treasurer; Harry A. Wills, 
Bennington, chairman, executive committee. 

George F. T. Trask, of Keene, was elected 
president of the New Hampshire Association 
at its annual meeting. Vice-presidents elected 
were: F. E. Richardson, Dover; A. F. Ben- 
son, Manchester, and A. B. Gile, Hanover. J. 
Frank De Merritt, of Exeter, was made secre- 
tary-treasurer, and Charles W. Varney, of 
Rochester, chairman, executive committee. 

Both organizations adopted resolutions under 
which the membership is expected to refuse sup- 
port to companies declared in violation of the 
principles of the National Association of Insur- 
ance Agents. 

The Massachusetts Association is meeting 
this week. 


E. B. Lucas Joins Adjusting Firm 

E. Bristol Lucas of Scranton, Penna., has an- 
nounced his return as an adjuster with his for- 
mer associates under the firm name of Lucas, 
McDonald & Harding, Brooks building, Scran- 
ton. He comes back to the field where he had 
been adjusting losses for the past fourteen years. 
Previously he had been with the Continental 
Insurance Company and the National Union Fire 
Insurance Company as special agent in the same 
territory. 
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To Confer on Philadelphia 

PHILADELPHIA, PENNA., October 12.—As a 
result of the meeting held in New York last 
week between the territorial committee of the 
Eastern Underwriters Association and the Com- 
mittee of Seven of the Association of Fire In- 
surance Agents of Philadelphia, a series of con- 
ferences between the two groups will be held 
in Philadelphia within the next thirty days. 

Agents and company officials alike refuse to 
divulge what happened at the New York ses- 
sion. However, it is said that the companies 
receded somewhat from their recent stand and 
are anxious to effect a harmonious feeling be- 
tween the agents and the companies believing 
that the companies can make money only if 
there is harmony existing between the agents 
and the companies. 

A member of the agents’ committee declared 
to-day that “things look pretty good now and 
I wouldn’t be surprised if something came out 
of the meetings.” 

So the Philadelphia situation, which was very 
much “on” a few months ago and still more 
“off” last week, is now “on” again; indications 
pointing to an agreement between agents and 
companies settling all difficulties by the middle 
of November and the signing of a new agency 
agreement by the first of the year. 


Kentucky Town Has Drastic Fire 
Ordinance 
FRANKForT, Ky., Oct. 13.—One of the most 
sweeping and far-reaching laws ever proposed 
by any municipal corporation to prevent fires 
is that of London, Ky., which if enacted and 
held valid will doubtless become the key law 
for all municipal corporations to prevent fires. 
There has been introduced an ordinance provid- 


fire department and all other costs that might 
be incurred by the city in attempting to ex- 
tinguish or control such fire. The use of the 
siren whistle is restricted to the fire department. 
A fine besides the other penalties is provided in 
the ordinance for any disobedience to the law. 


Boston Insurance Company Offers Prizes 
to Students 

Boston, Mass., Oct. 15.—Students in the 

Boston Insurance Library Association classes 
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in fire insurance may compete for prizes this 
year, which are being offered by the Boston In- 
surance Company. To the student completing 
the three-year. course and receiving the final 
certificate of the Insurance Institute of America, 
Inc., with the highest average mark in the ex- 
aminations of 1927, 1928 and 1929 will be 
awarded $50. A student similarly completing 
the second or intermediate year’s subjects will 
receive $25, and the same award will be made 
to first-year students. 
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such recommendations for the removal or cor- on lls ill ERA 126,284.18 Capital $500,000.00 
rection of them as deemed best. Should fire Real Estate......... 96,894.74 Surplus 515,032.69 
result from such hazard or from the failure of : Policyholders’ surplus. 1,015,032.69 
the owner or.controller of the property to re- 
move or correct such hazards then the city Admitted Assets cccee $2,813,006 .69 Total Pa ee a eee Re Mees « $2,813,006 .69 
shall assess against the owner and the person in 
charge of the property notified all cost of the | —— 
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Premium Reserve 


Reserve for all Other Liabilities 
wm piekapameedes +...» 18,758,100.02 


Net Surplus 


Total Assets 


Summary of Semi-Annual Statement, Jaly 1, 1928 
Pere ore Cee ee $2,000,000.00 


9,826,847.02 
1,825,129.00 





cocccccescces + eee + +$32,410,076.04 


SURPLUS TO POLICYHOLDERS $20,758,100.02 
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Use & Occupancy 
Tourist Baggage 
Property Damage by Aircraft 
Riot & Civil Commotion 
Inland Marine - Parcel Post 
Registered Mail 

















THE SPECTATOR Thursazy 











THE UNUSUAL PROGRESS ) 
OF THIS COMPANY IS, 
PERHAPS, THE BEST 
RECOMMENDATION OF 
THE CALIBRE OF SERVICE 
IT RENDERS. 





THE EQUITABLE CASUALTY 
AND SURETY COMPANY 


HAROLD SPIELBERG, Chairman of the Board 


Court Square Building 





























2 LAFAYETTE ST. NEW YORK CITY 
Security Mutual Casualty Co. THE 
Cash Assets $9,902,640 Cash Surplus $2,710,000 AMERICAN GUARANTY Co. 


COLUMBUS, OHIO 
J. B. Coambs, President 


Fundamentally Right Economically Operated Financially Sound 


The largest carrier in 
the United States of 


Treaty Reinsurance and Catastrophe 
Excess Insurance on Workmens Compen- — 
sation and/or Employers Liability 
All Forms of Public Liability, including 


Automobile and other Casualty Lines 





Inquiries Invited 


“AMGAR” “AMGAR” 
HENRY W. IVES & CO. Ge ae 
United States Underwriting Managers COVERAGE AND 
75 FULTON ST., N.Y. Telephone Beekman 6727 AUTOMOBILE PLATE GLASS 


INSURANCE INSURANCE 
FACULTATIVE FACILITIES ON ACCIDENT & HEALTH 
BURGLARY, FIDELITY & SURETY “AMGAR” ME ANS SECURITY 
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ALLIANCE CASUALTY COM- 
PLETES FORMATION 


New Carrier in North America Group 
Finally Launched 








BENJAMIN RUSH ELECTED PRESIDENT 





Company Has Paid-Up Capital of $1,000,- 
000 and Same Amount of Surplus 

PHILADELPHIA, PENNA., October 15.—The 
Alliance Casualty, the latest addition to the 
North American group, completed organization 
here last week with a paid-up capital of $1,- 
000,000 and a paid-up surplus of $1,000,000. An- 
nouncements regarding this new company have 
appeared in THE Spectator for several weeks 
past. 

Benjamin Rush was elected president. The 
other officers are: Charles F. Frizzell, vice- 
president and general manager; Tinsley W. 
Rucker, Jr., second vice-president; Edgar W. 
Miller and Edward C. Jamieson, third vice- 
presidents; John J. Connor, treasurer; Frank 
A. Eger, secretary and comptroller; Thomas 
F. Cass, Herbert C. Johnson, Harry E. Miles, 
Benjamin Rush, Jr., Norman F. Gould, W. 
Edgar Kipp, Horace B. Montgomery and 
Gaston I. Sweitzer, assistant secretaries; Edw- 
ard S. Buckley, 3d, and Edmund H. Porter, 
assistant treasurers. 

The directors of the Alliance Casualty are: 
Edward Hopkinson, C. Hartman Kuhn, Charles 
S. W. Packard, Edward S. Buckley, Jr., Wil- 
liam P. Gest, Benjamin Rush, William S. God- 
frey, Effingham B. Morris, John O. Platt, 
Arthur W. Sewall, Charles F. Frizzell, Sam- 
uel M. Curwen, S. Pemberton Hutchinson, Sam- 
uel D. Warriner, Clarence M. Brown, Henry 
G. Brengle, John S. Jenks, Joseph Wayne, Jr., 
James W. Winsor, Jr., and Jay Cooke. 


MAY HAVE HEAD OFFICE IN ST. LOUIS 
Southern Surety of New York Probably 
Will Be Operated There 
[By A STAFF CORRESPONDENT] 

St. Louis, Mo., October 12—Norman R&. 
Moray, recently elected president of the South- 
ern Surety Company of New York, has been 
in this city during the week conferring with 
officials interested in the Missouri State Life 
Insurance Company, one of the group in which 
Rogers Caldwell, Tennessee Banker, is a lead- 
ing figure and which includes the Southern 
Surety. Mr. Moray plans the opening of 


large departments in New York city and Chi- 


cago for the Southern Surety. He left St. 
Louis for Des Moines where the business of 
the Southern Surety of that city is being han- 
dled by the recently-organized Southern Surety 
of New York. 

There is a well-defined belief here that the 
main executive offices of the Southern Surety 


of New York will be located in St. Louis as 
soon as the difficulties of final organization are 
completed. This would put all the Caldwell 
eggs in one basket, so to speak and would per- 
mit of the closest co-operation between vari- 
ous departments of the Caldwell enterprises. 


New York Burglary Rates 
(Concluded from page 3) 
surance and personal holdup insurance were 
justified. 

The work of the courts and of the district at- 
torneys also came in for warm commendation, 
and there were many expressions of approval 
for the Baumes laws which the underwriters 
held to have played an important part in the 
curbing of crime insofar as these phases of it 
were concerned. THE SpecTAToR urged the 
adoption of this legislation for several years be- 
fore it became law. 

In the Metropolitan area affected by the re- 
ductions, the premiums paid annually by citizens 
for protection against burglaries of their resi- 
dences and personal holdup amount to about 
$3.000,000. 

New York District-Attorney Joab H. Ban- 
ton, when informed of the reduction in rates, 
said: 

The insurance men are to be commended for 
making public their appreciation of the good 
work done by the police department... Commis- 
sioner Warren and his department can well be 
proud of the record they have made. The po- 
lice have been especially vigilant and efficient. 
The addition of men to the force has had its 
effect. Under the Baumes laws we have been 
able to place in prison many habitual crim- 
inals and under these laws also the authorities. 
have been able to put fear into the hearts of 
criminals sufficiently to curb their activities or 
to drive them out of the State. 





Cameraman on Graf Zeppelin Insured by 
New York Indemnity 

Robert Hartman, the only cameraman aboard 
the Graf Zeppelin, representing the Hearst 
News Service, producers of M. G. M. News- 
reel and the International Newsreel was insured 
for the journey by the New York Indemnity 
Company through White & Dart, insurance 
brokers of New York city, who provide world- 
wide coverage for the International News Ser- 
vice, International Newsreel and M. G. M. 
Newsreel. 


Maryland Surety Companies Again Buying 
Bonds 

Battimore, Mp., October 15.—Surety com- 
panies, which ordinarily are steady buyers in 
the investment market, are back once more in 
the bond market in a big way, according to an 
offic'al of one of the local companies. Until re- 
cently, for several. months, these institutions 
had been holding back their purchases due to 
the declining trend in bond prices. 
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GETS NEW YORK BUILDING 





Massachusetts Bonding Buys Prop- 
erty at 134 William Street 


STRUCTURE HAS 12 STORIES 





Vice-President Wallace Falvey Calls It 
“Convenient Location for the Insur- 
ance Placer”’ 

Charles F. Noyes Company, Inc., has sold 
for Isidor Kahn, president of the 134 William 
Street Co., Inc., to Massachusetts Bonding and 
Insurance Company, in an all-cash transaction, 
the 12-story insurance building at 130-134 Wil- 
am street, New York city, and valued at $1,- 
500,000. The building is the finest of its type 
on William street with four Otis electric ele- 
vators, light on all sides above the fifth floor 
and extra high ceilings. 

It is located on the easterly side of William 
sireet between John and Fulton and is one of 
the few 50 foot units on this important block 
for insurance purposes. Extensive improve- 
ments will be made and the ground floor and 
additional space will be occupied as the New 
York office of the Massachusetts F onding and 
Insurance Company. 

In commenting on the transaction, Wallace 
Falvey, vice-president of the company and man- 
ager of the New York branch office, stated: 


I am very happy that we have obtained the 
ownership of 130-134 William street. The build- 
ing is located in the center of the fire, casualty 
and liability insurance district. We have for 
neighbors companies who maintain active pro- 
ducing units in New York. We have appointed 
Charles F. Noyes Company, Inc., our agents, 
with instructions to lease that portion of the 
building we do not require to insurance com- 
panies of the highest standing. The building 
being located between the subway stations on 
John and Fulton streets makes it one of the 
most convenient locations for the “insurance 


placer.” Rom 
Directly opposite the building purchased by 


Mr. Falvey’s company is the 6-story “Globe 
and Rutgers building” and the 12-story “Under- 
writers building,” in which are housed the Com- 
mercial Union, Ocean Accident, Liverpool, Lon- 
don and Globe, and many other large insurance 
interests. Menken Bros. were the attorneys for 
the sellers and Coudert Bros. represented the 


purchaser. 


Standard Accident’s Burglary, Plate Glass 
and Residence Liability Campaign 

A selling campaign for burglary, plate glass 
and residence liability insurance is being con- 
ducted by agents and producers of the Stand- 
ard Accident Insurance Company of Detroit, 
during the months of October and November. 
It is said to be the biggest and most extensive 
selling campaign ever conducted by the organ~- 


ization. 
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Writing Casualty Insurance 
Fidelity and Surety Bonds 


Home Office: DAVENPORT, IOWA 











AGENTS and Brokers 


who desire a new 
standard of satisfaction for 


their clients will serve their 
own interests best by plac- 
ing their automobile insur- 
ance with the 


AMERICAN AUTOMOBILE 
INSURANCE COMPANY 


L. A. HARRIS, President 
St. Louis 


Issuing a most liberal contract em- 
bodying all forms of automobile 
insurance in one policy 
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Question 4 


Does The Lincoln National 
help its agents with their 
local advertising ? 





Answer: Yes, it furnishes tested ads in plated 
form at no cost; it advises with them 
on their advertising program, and in 
other ways lends its help in adver- 
tising as it does in so many of the 
agents’ problems. 


THE LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 


“Its Name Indicates its Character” 


FORT WAYNE, INDIANA 
Insurance in force more than $560,000,009 














A POLICY YOU CAN SELL! 


Our Company offers complete protection 


$5,000 
ALL IN ONE POLICY 
ies ME a inc Sno vce ns sa0eda ses $ 5,000 
Amy accidental GRU. 26s. cccccscecvecss 10,000 
Certain accidental deaths................ 15,000 


Accident Benefits $50 per WEEK 
for fifty-two weeks. 
$25 per WEEK thereafter 
(non-cancellable) 
Disability Income, Waiver of 
Premiums, etc. 
Also $5,000 “Preferred Risk” Policy—high value— 
low premiums; age 35, $19.91 per $1,000. Endow- 
ment age, 85—Juveniles, age 10 years and upward 
—Monthly Income—Non-medical. 
Insures and assures your client’s future and yours. 
Are you interested in an agency? Our Vice-Pres- 
ident, Eugene E. Reed, will tell you all about it. 
Write him direct—and directly. 


UNITED LIFE 
AND ACCIDENT INSURANCE CO. 


omg INQUIRE! 


New Hampshire 
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JURY REFORMS BENEFIT= 
ING INSURANCE 


Action in New York Tends to Help 
All Business 








CITIZENS COMMITTEE’S REPORT 





Data Submitted Show Opportunities for 
Savings Through Pooling Plan 

The New York Citizens Jury Committee, on 
which THE SPECTATOR is representing insur- 
ance interests and which is striving for the adop- 
tion of the pooling system of jurors and the 
establishment of jurors’ assembly rooms, ap- 
peared before the Baumes Crime Commission 
and read an appeal to the Board of Estimate 
and Apportionment in that city on Monday oi 
this week and, through Captain Wm. J. Ped- 
rick, submitted its findings showing how the city 
could save money by the adoption of the pro- 
posed plan. The ultimate effect of the pooling 
plan, which has been fully described in previous 
issues of THE Spectator, would be to obtain 
a better quality of jurors for service (and 
hence a better quality of justice in insurance 
and other cases) and to have fewer important 
business men called for jury service but have 
those who are called actually serve. The Citi- 
zens Jury Committee report, submitted by Chair- 
man Charles L. Robinson and Vice-Chairman 
Wm. J. Pedrick, reads in part as follows: 

The high cost of summoning a large surplus 
of jurors, to the courts, and the many days 
which each juror appears for service but is not 
permitted to serve, is reflected in the $1,119,091 
expended by the city in 1927 for fees and ex- 
penses of jurors. Although the amount ex- 
pended for jurors’ expenses has not been segre- 
gated from the fees, the estimate is made that 
the fees very likely exceed a million dallars. 

The sum of three dollars is allowed to each 
trial juror who appears in court under a jury 
summons and answers roll call, with the single 
exception that he himself does not ask to be 
excused, as provided in the New York Code of 
City Ordinances. However, if jurors were 
pooled there would be a reduction of about 40 
per cent in the number needed in many of the 
courts and more than 20 per cent reduction in 
the total fees paid to jurors. 

A practical example of the waste of jurors’ 
time and the city’s money, selected at random, is 
the June jury record of service in a part of the 
Supreme Court, New York county, one of 
twenty trial parts in this court. Of the 100 
jurors summoned to appear on the first Monday 
in June to this part, 30 served, 63 were excused 
or discharged and 7 were absent. These 30 
jurors answered jury roll call on a total of 257 
days, but of this time they actually were allowed 
to serve only 120 days. This implies that the 
city paid $3 each for 257 days or a total of 
$771, or an excess of $411, which merely covers 
one of twenty parts of this court for a term 
lasting for only two weeks. 

Then, on the third Monday of last June, of 
the 100 prospective jurors summoned to the 
same part, 25 jurors were paid for 160 days, 
or a total of $480, of which only 61 days were 
“actually served.” For the remainder of the 
time, or 99 days, they were “in attendance for 
the purpose of service,” but they did not serve. 

The foregoing arguments are not intended to 
suggest that jurors should not be paid when 
they “attend for the purpose of serving” but 
that they should not be forced to waste their 
time, but should be allowed actually to serve in 
whatever trial part needs jurors at the time 





they appear and that the custom of summoning 
40 per cent more jurors than actually required 
should be stopped by the adoption of the pro- 
posed elastic system of distribution of jurors by 
pooling. 

If examiners of the board of estimate, ac- 
countants of the finance department or the com- 
missioner of accounts were to analyze the pay- 
rolls of the jurors the Citizens Jury Commit- 
tee predicts that they will find that the proposed 
pooling of jurors by the various courts would 
effect a saving of not less than 20 per cent of 
the total or about two hundred thousand dollars 
annually. These jurors’ payrolls are initially 
prepared by the clerks of the trial parts and 
sent through the chief clerk to the city chamber- 
lain, who submits them to the comptroller for 
payment. 

The New York Code of City Ordinances— 
Chap. 27, Sec. 5—(Pursuant to Sec. 749-h of 
the Judiciary Law) specifically directs that 
“« * %* * the sum of three dollars be allowed 
to each grand juror and each trial juror for 
each day’s necessary attendance by him, as 
such a juror, at a term of any court of record 
of civil or criminal jurisdiction held within 
the city of New York; provided, however, that 
no such juror shall be paid for attendance on 
any day in which he shall be excused from ser- 
vice at his own request.” 

More than 50 per cent of the city’s1927 an- 
nual expenditure for jury payrolls was in New 
York county where it amounted to $596,967, 
according to the figures of the finance depart- 
ment. Therefore it must be assumed that it 
is in courts in New York county that the great- 
est economies could be effected by the pooling 
of jurors. 

However, in Kings county during 1927 there 
was expended $289,953 for jurors’ fees and ex- 
penses. There, too, important savings could be 
effected by establishing jurors’ assembly rooms 
in the principal trial court buildings whereby 
the number of jurors summoned by the Com- 
missioner of Jurors by their order would be 
materially reduced. . 

In 1927, jurors in Bronx county were paid 
$137,298; in Queens $72,555; and in Richmond 
$22,316. F 

The foregoing data is merely suggestive of 
the effective advantages of the pooling of 
jurors under the existing provisions of Section 
610 of the Judiciary Law, to which this com- 
mittee is pledged by resolution adopted on Sep- 
tember 14, 1928. 


National Surety Approves Capital Increase 

The stockholders of the National Surety 
Company of New York last week approved the 
action of the directors of the company to in- 
crease the capital from $15,000,000 to $16,000,- 
000. The par value of the shares of the com- 
pany’s stock will be reduced from $100 to $50 
and stockholders will be given two shares of 
$50 par for each $100 share now held. An 
amendment to the charter to provide for this 
change was approved and also to increase the 
number of directors from 51 to 63. The stock- 
holders voted to amend the charter to provide 
that the annual meeting be held on the last 
Tuesday in January and that the monthly meet- 
ing be held the last Tuesday of the month in- 
stead of the third as now provided. 


Francis X. McGrath Resigns 
The Detroit Fidelity and Surety Company, 
Detroit, has announced the resignation of 
Francis X. McGrath, manager of its Kansas 
City branch office. 
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COMPENSATION AND AUTO 
LINES LEAD 





New York 1928 Report Shows Big 
Casualty Increases 





FIGURES FOR 112 COMPANIES 





James A. Beha Points to Aggregate Gain 
in Assets of $140,107,880 


That compensation and automobile insurance 
lead in casualty lines is indicated by James A. 
Beha, New York Superintendent of Insurance, 
in his 1928 report to the legislature, which is 
about to be issued. The report deals with the 
casualty or miscellaneous lines of insurance 
and gives abstracts and tabulations of the 1927 
business in the State, with forty-nine outside 
companies and eight foreign companies author- 
ized, making a total of 112, an increase of four 
during the year. 

Of the companies twenty-five are mutuals 
and eight are mutuals of other States which do 
chiefly automobile and workmen’s compensation 
business. Sixteen new companies have been 
authorized in New York this year. 

The companies reporting to New York 
showed, at the beginning of 1928, assets of $1,- 
107,422,033, an increase of $140,107,880 over 
the preceding year. These amounts do not in- 
clude assets of life departments of several com- 
panies which do both life and casualty business. 

Liabilities, excluding capital, amounted to 
$763,251,151 and capital invested totaled $139,- 
356,750, leaving a net surplus of $204,814,132, 
an increase in surplus of $42,431,156. 

The total income for 1927 was $783,011,324, 
an increase of $56,005,125 for the year. Of 
the total, $700,259,490 was from premiums, as 
follows: 


Workmen’s compensation $191,403,404 


PMG TUE ic ac: dav cusmacwekececeuee 146,518,364 
PRMIED SU Ek a, ccc oc esdcessec 91,624,465 
SARCUINE BIE WORN. goods 0's 6c h.n 0s ea’ 80,804,820 
Auto property damage................ 61,248,457 
Liability other than auto.............. 60,311,923 
eS a Se eee ee 35,131,091 
We MOM ccna he ccd beenadaaedowens 13,879,316 
Boiler, engine, machinery............ 10,095,342 
Damage and collision other than auto.. 2,247,650 
Credit and all other classes........... 6,994,658 


The disbursements for 1927 were $682,786,896, 
of which amount $319,249,737 was for losses, 
and $58,239,608 for investigation and adjust- 
ment of claims. 

Total premiums received by these companies 
in New York State were $201,230,286; total loss 
claims paid in New York, $87,767,758. 

This class of insurance companies made a net 
gain from underwriting during 1927 of $3,397,- 
516, as against a gain of $2,453,021 during 1926, 
and a total net gain in surplus of $47,345,640, 
as against $33,978,508 during the previous year 
of 1926. 

The present volume includes also reports of 
thirty-seven title and mortgage guarantee com- 
panies with assets of $254,192,047; liabilities, 
$80,540,952; income, $93,739,065; disbursements, 
$43,080,172. These figures include nine new 
companies. 
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METROPOLIS INDEMNITY FORMING 
New Carrier to Have $1,000,000 Capital 


The Metropolitan Indemnity Company is be- 
ing formed in New York city with a capital of 
$1,000,000, probably to write both casualty and 


‘surety lines. 


The incorporators of the new venture are 
James Cunnion, Hugh T. Owen, John A. Camp- 
bell, Charles B. McLaughlin, Henry D. Mendes, 
R. J. Kimmel, Isaac Arndt, James Cunnion, Jr., 
Albert C. Bogert, William G. Fallon, Robert 
A. Cools, Harry W. Grossman, B. Steinberg. 


Northeastern Surety Stockholders Approve 
Par Value Reduction 


Stockholders of the Northeastern 
Company, New York, have approved the plan 
for reduction of the par value of the company’s 
stock from $100 to $10 and, following this step, 
the doubling of the company’s capitalization. 
As a result of the change in par value, 55,000 
shares of $10 par value will be substituted for 
the present outstanding 5500 shares of $100 par 
value, and this will be increased, by the action 
taken in respect to capitalization, to 110,000 
shares of $10 par value. 

Stockholders of the company will have the 
right to subscribe to the new stock in the ratio 
of one share of new stock for each share now 
held at $13.50 per share. Rights must be exer- 
cised by November 1 and payment made by 
November 10, 1928. 


Surety 


Dr. Dingman’s Recent Addresses 


In response to several calls for copies of 
the addresses recently delivered by Dr. H. W. 
Dingman, vice-president and medical director 
of the’ Continental Assurance Company, med- 
ical director of the Continental Casualty Com- 
pany, of Chicago, and the author of “Insurabil- 
ity,” the Health and Accident Underwriters 
Conference has printed his addresses on Psychol- 


ogy and Underwriting; Prospects—Applicants 
—Claimants; and The Agent Underwrites 
Disability Insurance. These addresses were 
delivered before the meetings of the Health 
and Accident Underwriters Conference, the 
Chicago Claim Association, and the Accident 
aid Health Managers Club of Chicago, in 1928. 


HEAD OF GERMAN AIR POOL HERE 


Herr von Tyszka Arrives as Passenger on 
Graf Zeppelin 


Herr von Tyszka, head of the German avia- 
tion insurance pool is in the United States, hav- 
ing arrived this week as a passenger on the 
Graf Zeppelin. He is staying at the Waldorf 
Astoria hotel, New York city, and will spend 
some time in this country studying insurance 
conditions here. 

He first entered aeronautics as an officer in 
the German Navy, which he entered in 1897. 
During his service in the German Navy he was 
at one time the personal adjutant to Prince 
Henry of Prussia. During the World War 
Herr von Tyzka was a member of the ad- 
miralty staff. He, in 1919, joined the Allianz 
Insurance Company of Berlin (now the Allianz 
und Stuttgarter Verein Versicherungs-Aktien- 
Gesellschaft), of which company he was ap- 
pointed a director. 


Hudson Casualty Opens New York City 
Branch 

The Hudson Casualty Insurance Company, 
Jersey City, through Vice-President and Gen- 
eral Manager M. A. Kreps, announces the open- 
ing of a New York city branch. The company 
has established a fully equipped office at 2 Lib- 
erty street there, and is writing all casualty 
lines. The branch will be in charge of John 
E. Hogan, who has been with the company for 
the past five years as underwriter and superin- 
tendent of agencies. 








EXC 


CAPITAL 
SURPLUS 


AND 


84 William St. 


THE 


INSURANCE COMPANY 
OF AMERICA 


JAMES GIBBS, President 


CASUALTY AND SURETY REINSURANCE 
EXCESS COVERS 


EXECUTIVE OFFICES 


Telephone, Beekman 0890 


ES 8S 


$ 600,020 
1,112,511 


New York City 




















24 


SAYS 1928 RATES MUST 
STAND 


Assistant Attorney General Argues 
Bay State Auto Case 








HEARING IN MASSACHUSETTS 
SUPREME COURT 





Stock Companies’ Counsel Urges Writ of 
Mandamus to Force New Tariffs in 1929 


Assistant Attorney General Roger Clapp, of 
Massachusetts, arguing the automobile liability 
rate case before Justice Crosby in the Supreme 
Court of that State this week, held that the 
rates for 1928 must hold over and be effective 
in 1929, 

He advanced this view because the insurance 
commissioner did not promulgate revised rates 
on or before September 1 of this year, due to 
the political situation which resulted in that of- 
ficial’s resignation. The assistant attorney gen- 
eral admitted that if the court allowed the 1928 
rates to stand next year and the companies re- 
fused to write the business at all, the result 
would be a complete voidance of the effect of 
the compulsory law. The companies are not 
likely to do this, however, because of the danger 
of the establishment of a State insurance fund 
for the purpose. , 

The mutual companies are represented by 
Choate, Hall & Stewart and the stock compa- 
nies by Stewart & Chase. Former Judge Chase, 
of the latter firm, urged that the Supreme Court 
should issue a writ of mandamus to compel the 
acting insurance commissioner to enforce the 
new rates determined by Commissioner Monk 
prior to his resignation. A decision on the en- 
tire matter is expected very shortly. 


WISCONSIN AGENTS MEET 
Alvin W. Fox Elected President—National 
Association Supported 


At the convention of the Wisconsin Associa- 
tion of Insurance Agents held last week at 
Oshkosh a resolution was adopted declaring it 
was inconsistent for a member of the associa- 
tion to represent the National Union Fire In- 
surance Company of Pittsburgh. This action 
was in line with that taken at the recent meet- 
ing of the National Association of Insurance 
Agents at West Baden, Ind. 

Retiring President Walter T. Greene in his 
address said that insurance interests must get 
together in their various associations as other 
businesses do and thrash out their problems to- 
gether. 

Officers for the ensuing year were elected as 
follows: President Alvin W. Fox, of the Fox 
& MacNichol agency, Oshkosh; vice-presidents, 
John S. Rowland of Carpenter & Rowland, Ra- 
cina; J. A. Brooks, Chippewa Falls; E. E. 
Palmer of the Palmer Agency, Antigo. Joseph 
G. Grundle was re-elected secretary-treasurer. 
Fred J. Lewis of the George H. Russell Co., 
Milwaukee, and president of the Milwaukee 
Board, was elected chairman of the executive 
committee. 
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ARMOR PLATE BETTER 
THAN MARBLE 


J. Scofield Rowe Urges Better Protec- 
tion for Banks 








CITES “BANDIT-RIDDEN” AGE 
Example Given by State Bank at Roy, 
Washington 
Three times has the Roy State Bank at Roy, 
Washington, been held up. Three times have 
the losses, which aggregate $10,274.80, been paid 
by Hansen and Rowland, Inc., general agents, 
at Tacoma, Wash., for the Metropolitan Casu- 

alty Insurance Company of New York. 

Now, according to a report from H. T. Han- 
sen, president of Hansen and Rowland, Inc., 
the bandits who again try to “turn a trick” on 
that particular institution are scheduled for the 
surprise of their lives. 

In the first place, all windows are covered 
with heavy 10 gage wire screening. This safety 
screen is so thick that it is practically impos- 
sible for a bullet to penetrate. Should it suc- 
ceed in doing so, no damage would be done. 

On the interior, no longer do mahogany and 
marble counters bespeak affluence. No longer 
does ornate brass grillwork suggest piles of 
gold and silver and stacks of alluring green 
currency. Instead, are cold walls of chilled 
armor plate steel, a quarter of an inch thick, 
attractively gilded, but betraying its strength 
nevertheless. 

Small, greenish glass windows are the only 
perforations of these walls and they are of inch 
thick, bullet proof glass. 

Under the glass in the tellers cages, is a deep 
metal tray. Currency and pass books may be 
shoved through it from the inside, yet a man’s 
hand cannot enter and should a shot be fired 
into it, the slug will simply be deflected to the 
ceiling. 

Seven burglar alarm buttons are placed at 
convenient intervals behind the counters inside 
and a formidable arsenal consisting of one 
sawed-off shot gun and three 38-caliber revol- 
vers, complete the safety measures. 

Commenting on this, President J. Scofield 
Rowe of the Metropolitan said: 

Armor plate and bullet proof glass would 
seem much more sensible in this bandit-ridden 
age than imposing marble and bronze fixtures. 
At any rate, they seem to have converted this 
risk which has had an unenviable loss record, 
into a 100 per cent gilt-edged account! 


H. S. Byrne Goes Into Business for Him- 
self 

BattimoreE. Mp., October 13.—Harry S. 

Byrne, formerly resident vice-president of the 

Fidelity and Deposit Company at Omaha, has 

resigned to go into business for himself. Mr. 
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Byrne, whose connection with the Fidelity and 
Deposit dates back to 1916, when he was ap- 
pointed manager of the Omaha Branch, is one 
of the best-known surety men in Nebraska. 
William J. Meskill, who went to Omaha in 1927 
as resident manager, will continue as such. 


ART GOEBEL WINS AWARD 
Gets Barber & Baldwin Aviation Safety 
Trophy 
The merit trophy and purse of $250 posted 
by Barber & Baldwin, Inc., aviation insurance 
underwriters, in connection with last month's 
National Air Races at Los Angeles has been 
awarded to Art Goebel, Dole Racing flyer and 
record-holder for the Los Angeles to New York 
hop, which last August he completed in nine- 

teen hours. 

The award has met with wide favor in avia- 
tion circles. In discussing it, President Barber 
said: 

It is the general opinion that Goebel demon- 
strated more than any other pilot the feasibility 
of cross country flying, at the same time exer- 
cising every precaution which experience and 
good flying would dictate. His flight from New 
York to Los Angeles in the non-stop transcon- 
tinental contest was a masterly exhibition and 
should be an inspiration and an example to 
other cross country pilots. 


C. J. Brickell Joins Stokes, Packard, 
Haughton & Smith 
Clyde J. Brickell has been appointed manager 
of the casualty department of Stokes, Packard, 
Haughton & Smith, Inc., borough agents of the 
Eagle Indemnity Company in New York city. 
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Statement as of 
December 31, 1927 


(Condensed from Statement of 
U. S. Treas. Dept.) 


Admitted Assets....... $8,857,801 
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Fifteen Years of Steady Growth 
Prompt and Dependable Service 
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GAULDEN SMITH PROMOTED 
Made Vice-President in Union Indemnity 
Organization 
The Union Indemnity Company of New Or- 
leans has announced the promotion of Gaulden 
Smith to be vice-president of its organization. 
Mr. Smith is the Pacific Coast executive repre- 
sentative of the Union Indemnity, with head- 
quarters in San Francisco and is being elevated 
to a similar position in several of the other com- 
panies of the Union Indemnity Group, includ- 
ing vice-president of Northwestern Casualty 
and Surety Company, vice-president of La 
Salle Fire Insurance Company, and vice-presi- 
dent of Union’ Title Guarantee Company, Inc. 
Gaulden Smith has been with Union Indem- 
nity Company since its inception in 1920. Prior 
to this, he saw service in France as a first 
lieutenant of field artillery. With the forma- 
tion of Union Indemnity Company, Mr. Smith 
was made special agent. He has served in 
various capacities in virtually every department 
of the company and was eminently fitted for 
the new duties he took up in February, 1925, 
when he was made assistant manager of the 

San Francisco branch office. 

When the business of the International In- 
demnity Company was taken over by the Union 
Indemnity Company, Mr. Smith was elevated 
to the position of Pacific Coast executive rep- 
resentative. 


Auto Deaths in Baltimore 

Battrmore, Mp., October 15.—Dr. C. Hamp- 
son Jones, commissioner of health, has called 
attention to fifty-seven fatal accidents in Balti- 
more last month. He said that of 597 deaths in 
the last year due to accidents, 168 were caused 
by automobiles. 

“If the present rate can be regarded as a 
correct index for the year, there will be over 
200 deaths due to automobiles in 1928,” Dr. 
Jones asserted. 

“Accidental deaths frequently present a con- 
siderable factor in our death rate, and if they 
were due to some preventable disease the city 
would be stimulated to prevent the unnecssary 
deaths.” 











ARE YOU MAKING PROGRESS? 


If not would you like to know why 
NATIONAL CASUALTY Salesmen forge 
ahead continually? A post card inquiry will 
do. 
We have a complete line of Commercial, 
{ndustrial, Group and Deferred Payment Ac- 
cident and Health policies. A connection with 
this company may be the turning point in 
your life. 


NATIONAL CASUALTY CO. 
Detroit, Mich. 
W. G. CURTIS, Pres. 
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Arthur Atkins & Co., N. Y......... ~'° 80z 315 
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U. 8. Fire Ins. Co. 
E Roy Prosser & Cai Ne Se occas ee 104 108 
Lewis & Co., Hartford Deere dase sd 104 108 
a Ins. 
Arthur Atkins % Oe | ee 78 80 
United States Mercbanke & ‘Missais 
J. Roy Prosser & Co., N. Y........- 445 470 
U: S. Fire Ins. Co. 
Lewis & Co., Hartford............00 110 115 
Victory Insurance Co. 
Morley, Wood & Co., Phila......... 26 29 
Virginia F. & M. 
Arthur Atkins & Co., + Witucises ace 127 134 
J. Roy Prosser & Co. Sy ee 128 135 
Westchester Fire 
Moemimler & Co. Ne Wo <n sccccesiscs 97 99 
Arthur Atkins & fod * ane wt eeiss 96 98 
J. Roy Prosser & Co., Wa wiscccmeues 96 98 
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Automobile Insurance 
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American Investment 
Securities 
Boston Insurance 
Columbian Nat’l. Life 
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INDEPENDENCE 
INDEMNITY CO. 


Notable progress of the Com- 
pany as reflected in Premium 


Income: 
| Se $2,708,999 
eee 7,095,260 
| . 8,532,780 


This Stock should be bought 
for future enhancement in value. 


Price on Application 


Perez F. Huff Co., Inc. 


> Insurance & Bank Stocks 
75 Maiden Lane, New York 
Telephone Beekman 6480 




















IMPORTANT WORK ISSUED 





Compendium of Official Life Insurance 
Reports for 1928 





VALUABLE INFORMATION PRESENTED 





Shows Data in Detail of 319 Legal Re- 
serve Companies 


The Compendium of Official Life Insurance 
Reports, for 1928, being the fortieth annual 
edition of this excellent and comprehensive 
work, has been issued by The Spectator Com- 
pany. This book is a complete pocket com- 
pendium of the various State Insurance De- 
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Lewis -& Cov, Fisstlan. 6 6c cccccwcss Sea 755 
National Fire 
Conning & Co., Hartford........... 1120 1140 
Lewis -& Co, Fiattletds, occccccccecs 120 1140 
Henry G. Rolston & Co., N. Y. C.... 1120 1140 
Phoenix Insurance 
Conning & Co., Hartford........... 820 830 
Lewis & Co., Pattee << ciaesoois 820 830 
Travelers Insurance (ex rights) 
Conning & Co., Hartford............ 1590 1610 
Lewis & Co., Hartford. .....ccccccees 1590 1610 
NEW ENGLAND STOCKS 
American Investment Securities Co. 
Chas. A. Day & Co., Inc., Boston.... 19 22 
Boston Casualty 
Chas. A. Day & Co., Inc., Boston.... 15 20 
Boston Insurance 
Chas, A. Day & Co., Inc., Boston.... 1225 1260 
Capitol Fire Ins. Co. 
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Columbian National Life Ins. Co. 
Chas. A. Day & Co., Inc., Boston.... 410 425 
Mass. Bond. & Ins. Co. (new) 
Chas. A. Day & Co., Inc., Boston.... 550 590 
Mass. Title Ins., Pfd. 
Chas. A. Day *& Co., Inc., Boston... . 25 35 
New England Fire 
Chas. A. Day & Co., Inc., Boston.... 50 55 
New Hameetive Fire 
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Old Colony Insuran 
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Springfield Fire and Marine (new) 
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United Life and Accident Ins. Co. 
Chas. A. Day & Co., Inc., Boston.... 33 38 


partment reports, and contains an extended 
series of tables relating to the business and 
financial standing of all of the active com- 
panies of the United States, and also of ten 
of the larger Canadian companies, for the 
year ending December 31, 1927. 

The book contains the full official titles of 
all of the old-line legal reserve United States 
life insurance companies, with data including 
their location, principal officers, date of incor- 
poration and date of commencing business. In- 
dustrial insurance and group insurance are ex- 
hibited. A classification of bonds and stocks and 
mortgage bonds lends itself to a ready analysis 
of the companies’ financial resources. The data 
for all the companies from their date of or- 
ganization are carefully prepared and exhibited 
in a concise manner for comparative purposes. 
The table of aggregates shows that the total 
new premiums were over $360,000,000, and the 
total renewals approximately $2,500,000,000. 
More than $600,000,000 was paid in death claims. 

The Compendium of Official Life Insurance 
Reports is compiled and published annually, 
prior to the issuance of a majority of Insur- 
ance Department reports, and it contains all 
the various details given in the financial state- 
ment of 319 regular old-line legal reserve life 
insurance companies of the United States and 
ten Canadian companies as presented in the dif- 
ferent reports. It was designed and is printed 
for pocket use, so as to enable a life agent to 
easily carry an official report of the condition 
of the companies in his pocket to use when 
occasion requires. Agents who have heretofore 
had recourse to bulky or incomplete State 
documents should not fail to get a copy of this 
work, for in it are contained in a concise and 
comprehensive manner all the statistical details 
of all legal reserve life insurance companies’ 
financial statements. Send in your order for 
an early copy of this important document. 
Price $5 per copy. 
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The vacation experiment 








that pulled Carl M. out ofa rut 


— twenty years Carl M. was a dry goods 
salesman, traveling from town to town in 
an unending circle. Year after year passed with 
little variation in the circumscribed routine, with 
little difference in his calls on merchants, in his 
orders, in his salary. As he looked over the past, 
he knew he could expeét little of the future. 


One summer a general agent of an insurance 
company suggested that he spend his vacation 
selling life insurance. The idea appealed to 
him. He arranged to have his vacation extend- 
ed to a month and secured a contract. 


His commissions for the first week amounted 
to $650.00— exactly ten times the salary he had 
made as a dry goods salesman. At the end of 
that vacation month his commissions totaled 
$1,800.00. Of course there was no doubt in 
his mind as to his future work—nor has there 


Home Offices: Louisville, Ky. 





ever been any question in his mind as to the 
wisdom of his decision. 


At no time during the sixteen years of his in- 
surance career has his income been less than 
double his salary as a dry goods salesman, and 
after a few years, the income from his renewals, 
alone, was more than the salary he had made 
selling merchandise. 


Carl M. believes that there is nothing unique 
in his experiences, that life insurance offers to 
other ambitious men the same rich field for 
happy, successful work it offered him. He feels 
that his success has been due largely to the sup- 
port of the Inter-Southern Life Insurance Com- 
pany, a company that knows its men by name, 
and not by number, and that has given him 
entire sympathy and co-operation in every step 
of his career. 


“Carrying Our Men To 
Success With Us’’ 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


CAREY G. ARNETT, ‘President 
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Life Insurance Progress From a Fieldman’s Viewpoint 


By Emmet C. May 


President, Peoria Life Insurance Company, Peoria, III. 


ject today must be interpreted in the 

light of today’s facts rather than by the 
past history of life insurance. We hear about 
the romance of life insurance and indeed it is a 
romance as interesting as anything that can be 
written. But the business has changed so very 
rapidly it seems that almost every phase of it 
has changed except human nature itself. Hu- 
man nature has stayed the same for all time. 
No business has ever changed it, and life insur- 
ance selling has fitted into human nature and 
recognized it as it is, rather than tried to make 
any attempt to change it. Human needs have 
changed and increased. The strongest feature 
of life insurance is that it meets human needs as 
it finds them. It does not offer any panacea or 
any solution for the situation but provides a 
means of meeting the situation as it exists. In 
this, life insurance is different from most other 
kinds of business. 

Life insurance in this country began in 1759. 
This was a century before the Civil War and 
before the period in which Lincoln lived. We, 
who are familiar with the history of life insur- 
ance, are astounded at the fact that it took one 
hundred and forty-three years, or until 1902, 
to accumulate ten billions of business. From 
that time, the life insurance business took root 
in the soils of the various States and grew by 
leaps and bounds. -The next. ten years, after 
1902, the business almost doubled. In 1912 we 
find nineteen billions of business in force. In 
the next. -ten years, to 1922, it had grown to 
fifty billion. That means that it had multiplied 
five times in twenty years. We thought at that 
time that our business certainly had climbed up 
to a point of yearly production where we could 
not expect it to go further, and yet the next six 
years have opened our eyes even wider than that 
because: we have seen, during that six years, 
thirty billions more of busines added to our total 
volume and today it is in excess of ninety bil- 
lions. That makes the life insurance history of 
‘this country truly read like a romance. It took 
one hundred and forty-three years to accumu- 
late ten billions of business. In the last twenty- 
five years, we have accumulated eighty billions 
of business and today we find that we are an- 
nually writing one and one-half times as much 
new business as there was a total business in 
force in 1902.. Today we have single compa- 
nies having in force as much business as the 
total in force at that time. We all know these 
figures and it is not anything new to have them 
stated, but I think it is not amiss to have them 


T HE discussion of any life insurance sub- 








The accompanying article is part of an 
address delivered by President May be- 
fore the annual meeting of the American 
Life Convention held in St. Louis last 
week. The portion used is of particular 
interest and significance to the agent in 
the field—Enprtor’s Note. 











brought frequently to our attention so that we 
realize the magnitude of the business in which 
we are engaged and realize its importance in 
this nation of ours. It is as great as any de- 
partment of our government. It touches -the 
lives and homes of people more than any other 
kind of a business in the whole country. 

We find this great growth in life insurance 
and then we wonder what is the reason for the 
growth. Financial institutions have not had 
such a growth; the mercantile business has not 
had such a growth; the manufacturing business 
has not had such a growth. We are told that 
the material wealth of the country during this 
period has increased about 400 per cent, while 
life insurance has increased 900 per cent. A 
study of the situation reveals that the first one 
hundred © forty-three years of life insurance 
business in this country was very. largely 
pioneering. People were not convinced that life 
insurance was safe and sound and necessary for 
them to have. This kind of pioneering was just 
like any other pioneering. It was every fellow 
for himself and companies and agents traveled 
alone in their work and accomplished what they 
could and made what progress could be made. 
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The policies which were offered were written 
with one promise and a hundred exceptions. 
To-day they are made with a hundred promises 
and no exceptions. In times past, provisions 
were added to a policy for the protection of the 
company. In the last twenty-five years policies 
have been broadened and provisions added to 
them, not for company protection but because 
human needs have been discovered for. them. 
Life insurance has been broadened so that it 
covers all the hazards and needs of human be- 
ings and business. Maybe we have added too 
many new provisions to life insurance; maybe 
in some instances we have strayed too far afield, 
but that is beside the point in this discussion: 
We have the broadened condition of life insur- 
ance, we have seen life insurance service grow 
to that point where it really serves not only the 
parties who are the principals to the contract, 
but many others. 

This pioneering of many years ago was a 
business of selling particular policies. The 
agent disregarded everybody else and sold a 
policy as he could. Today all is merged into 
the great institution of life insurance. Sales- 
men ‘are educated so that they know their job. 
They: are trained so that they can apply their 
knowledge to the job. They no longer sell a 
particular policy .or the company, but they seil 
the whole institution of life insurance service 
to fit the. needs of the prospect. And what is 
the result of this broadening of our business? 


Goon Witt Won 

It has resulted in the good will of the people, 
a recognition of life insurance as a necessity 
and ‘the. placing of insurance in the family 
budget the same as any other necessity of life. 
Now that we have the confidence and good-will 
of the people, we must guard it as securely as 
the Romans of old guarded the sacred fire in 
the Temple of the Vestal Virgin. 

“In Union there is strength’’—this is an old 
saying but it has never been so forcibly. demon- 
strated as in the life insurance business. When 
agents realized that they could safely associate 
and confer with a brother agent; when compa- 
nies realized that they could be just as friendly 
in the transaction of their business as in any 
other business with professional men, then these 
things had more to do with the convincing of 
the people than anything else. All this resulted 
as it always does when people get together for 
good. Many things go wrong when we work 
on the saying that “absent folks are ever in the 


wrong.” But when we get together we find 
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each to be pretty much the same, none of us 
without faults, and most of us with some good. 
Closer association and a union of ideas and 
practices always brings strength and so it has 
resulted in the life insurance business and espe- 
cially in the last twenty-five years. In fact, 
the companies, the agents, the policyholders and 
the public have joined hands in this program of 
life insurance and it is going forward for this 
reason. We have the good will of the public. 
All companies have benefited by this. Com- 
panies with poor methods have grown but com- 
panies with good methods have grown better 
and stronger. 


All of this progress and growth of life in- 
surance having come about so suddenly, much 
of our progress has been a pressure progress. 
The test of an individual is not whether he can 
stand poverty and hardship but whether he can 
stand prosperity. Hardship always makes 
enough necessities which the individual is forced 
to meet that he measures up if he has the 
ability. But prosperity brings temptation, a 
desire for more and greener fields, a reaching 
out for greater territory, a longing to be the 
biggest, and these ambitions have caused many 
to fall. A life insurance company is just like 
any other institution in this regard. It can 
spread itself out so thin that there is no inten- 
sive cultivation any place and hence, heavy ex- 
penses, a waste of effort and a lack of progress. 


When we recognize all these things then we 
see how advisable it is for a life insurance com- 
uany to have a well-balanced program of op- 
eration. By an effort, a company can get a 
large volume of business but that does not al- 
‘ways mean success. Many an agent hunts only 
for large policies and gets some of them but by 
that we do not always say that he is successful. 
A company, to be successful, must have strength 
and a healthy growth, good investments and 
good will. It may be sound financially and yet 
be so stagnant that it is not a successful com- 
pany. It may have a healthy growth in volume 
of business and yet not be sound financially. 
The strength of a company, just as in any other 
business institution, come from a balance of all 
these qualitis that are necessary in building. 
We cannot get the balance by turning all our 
efforts in one direction. We cannot pay atten- 
tion to acquisition of new business, to the detri- 
ment of sound investments, and have a well- 
balanced company. 


A well-balanced program means first, a good, 
solid foundation for the company constructed of 
equal quantities of good, sound, sensible inten- 
tions and material wealth. One is of equal im- 
portance to the other. It means a recognition 
of all divisions of the company: an acquisition 
department, an investment department, home 
office personnel. And to all of them must be 
giten that full attention necessary to make them 
what they ought to be. The time is long past 
when a life insurance company can be operated 
as a side line and have it successful. 


If we are to have our acquisition department 
what it ought to be, we must give very careful 
attention to the employment only of creditable, 
successful representatives in the field who real- 
ize that they are the company in their particular 


locality. The company, through the persons 
doing this employing, must realize that when a 
representative is employed and sent forth, he is 
an ambassador of the whole institution of life 
insurance and is sent out to create either good 
will or bad will. They must realize that when 
the contract is signed they give into the hands 
of that representative the company name and he 
can make that name good or bad as he wills. 
With an individual, character is the most im- 
portant quality of his make-up, so it is with a 
company. We have talked much about the 
proper employment of agents but there has been 
entirely too much anxiety for volume of busi- 
ness which has made a forgetting of too many 
qualities. Let it be said for the institution of 
life insurance that today there is no business in 
the world that has better and more creditable 
representation in the field and this is evidenced 
by the good will which we are creating. 

A well-balanced program means that we 
should give our attention only to the acquiring 
of business in sound, legitimate ways and not 
by changing schemes which have always to be 
remembered and always to be explained. It has 
been proven many, many years ago that there is 
but one best way to place life insurance and 
that is for a representative of the company to 
meet face to face with the prospect and discuss 
the proposition. Today the selling of life in- 
surance is the development of a program for 
the individual to meet and fit his needs. Very 
seldom does an individual buy life insurance 
suitable to his needs unless a program has been 
worked out by some one familiar with the ser- 
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vice of life insurance. The recognizing of cer- 
tain needs and making a program to meet those 
needs has done much to advance the cause of 
life insurance and make it progress. This 
method makes the policyholder an insurance en- 
thusiast and a friend of the business. The hold- 
ing of the individual as a client is a personal 
agent and company matter. 


If we are to have our full measure of good 
will to which we are entitled, both the company 
and the agent must realize that they must ren- 
der complete service to policyholders, to their 
families, to beneficiaries, to other companies and 
agents and to the public. That service must be 
up-to-date service. It is not sufficient that the 
bare promises of the policy be performed but 
they must be performed in an advisory way 
that conserves as many dollars of the estate 
created as is possible to do. It is not neces- 
sary that merely $1000 be paid to the beneficiary, 
but that that $1000 be made to go as nearly 
where the insured intended it in his program 
as is possible for it to go. The duty of the 
company and the agent is to act as executors 
of the estate that is created so far as they are 
able to do, and thereby they perform a great 
service and one that creates much good will. 
If the agent is competent to advise in the creat- 
ing of an estate, then he should be competent to 
advise in the administration of that estate and 
he should not hesitate to do so. Perhaps in one 
case it is for the best interests of the beneficiary 
that the money be left with the company at in- 
terest. Perhaps it would be better conserved if 
it be left in trust. All these things are a part 
of today’s service of life insurance and must 
be given by the company and every one of its 
representatives. In that way we shall extend 
our good will and make it grow to even greater 
proportions than it is today. 


Income Insurance vs. Investment 


By Loyp A. WILHOoIT 
Old Man Brown was king of the town, 
At his nod they’d come and go; 
By day he schemed and at night he dreamed 
Of making his money grow. 
His house looked down with an icy frown 
On a garden primly laid, 
Where Richard Brule lived the Golden Rule 
And loved, and laughed and played. 


Old Man Brown he bought up the town, 

For farms his hard heart yearned; 

While folks said Brule was a simple fool 

For insuring with money he earned. 

Now Old Man Brown he laid him down 

And died while the times were hard, ; 
And Brule died too, while the evening dew 
Shone on the flow’rs in his yard. 


Young Dick Brule went off to school 

To become an engineer, 

While the sons of Brown remained in town, 

For money was scarce that year; 

And rents were low and taxes high 

And land was as cheap as could be; 

While the Excelsior Life sent a check to his 
wife 

Each month on Brule’s policy. 
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Your Talent Is Your Call 


a4 HAT can you do?” is literally 
\ \ the interrogation of the century. 
It matters not what man may 
profess to be able to do. He may profess many 
things, but the real acid test is to be found in 
the answer to “What can you do?” There is 
not a man upon the earth who has not a special 
talent of some kind. Though it may not bring 
him fame, if rightly used it will bring him a 
competence and happiness in acquiring it. A 
good motto for a debit man would be this: 
“Better adorn your own than seek another’s 
place.” That is the reason I have headed this 
article: “Your Talent Is Your Call.” That this 
is true, I am sure there can be no doubt. Debit 
men, who are talented that way should remem- 
ber the truthfulness of the caption which heads 
this article. The important thing for any man 
to do, if he would be a success, is to determine 
just what his talent is. Discover what you can 
do’ best. Then do that. You can and you 
should. The world is literally full of men who 
are misfits, and from them we can draw some 
wonderful lessons that will be of inestimable 
benefit to every debit man. 


THE Broom-MAKER’s CASE 


In some book which I have read, I remem- 
ber the case of a young broom maker who felt 
that he had a call to be a preacher of the Gos- 
pel and, accordingly, he applied to his Presby- 
tery for a license to do so. But, strange to 
him at least, his application was refused. It 
was decided to make the decision known to him 
by the oldest minister present who made to him 
the following, very solemn statements: “My 
young friend, the Lord requires every man to 
glorify Him in some particular calling, some 
in one and some in another, according to the 
talents He hath committed unto them; and the 
Presbytery are of the opinion that the Lord de- 
sires you to glorify Him in the making of 
brooms in which you are so efficient.” 

It may be that there are men who are carry- 
ing debits who are just as unfortunately situ- 
ated as was this young ministerial candidate. 
If such be the case, it would be decidedly to 
their own interest to make good citizens in 
some other calling. However, it is assumed in 
this article that every debit man who might 
read it is in just the right sphere and gets his 
greatest thrill out of serving people as a debit 
man. I believe the happiest men in the world 
are those who have literally discovered their 
real “niche” in life and who are doing their 
best at all times. 

It might be that there are some who have not 
as yet been able to decide whether their case is 
parallel with that of the broom maker, but that 
is no reason for being the least discouraged. 
Get these happy thoughts: You are not as big 
a failure as you think you are. Dwell upon 
that thought. Magnify it in your own mind. 
Think of what is really possible for a man 
when he really “sets his head.” Determine that 
you will not be “downed.” See how others are 





By Witit1Am C. Morton 


Then go and do likewise. You 
Get that, you can!!! Determine to have 
at least one good week. Then go out and work 
harder than you have ever worked before. Let 
nothing stay in your path. See that no line of 
thought obstructs your ability to “think 
through.” By all means, do not get it into your 
head that you are a misfit as a debit man. No 
man will continue to be a misfit on the debit 
if he will bear in mind that his talent is his call, 
and will observe these three rules: First, 
learn the business; second, apply your knowl- 
edge; third, enjoy it. If any debit man in the 
world will make it a point to observe these 
three rules, I believe it will revolutionize his 
entire life, and give him a new outlook. 

If you have failed to discover your real talent 
and have therefore, not heeded your call, just 
bear in mind that P. T. Barnum tried fourteen 
different occupations before he discovered just 
what Nature intended him to be—a show man. 
This is not:a suggestion for any debit man to 
jump “from pillar to post” but to not be dis- 
couraged by a failure occasionally. The man 
who has never failed, has never tried. Over- 
come your faults. Let your talent lead to your 
call in life. 


succeeding. 
can. 


Farture May MEAN Success 


It is said that two of the most eminent 
surgeons that the United States ever had be- 
came such only in consequence of having failed 
in business. When misfortunes happen, it may 
therefore, be that they are only paving the way 
for the great successes which are to follow. 
And in some cases our failures may be due to 
our superiority in some other line of work. 
The thought is: do not be overcome with fail- 
ure. It is said that Milton failed as a teacher 
of boys, and Doctor Marion Sims as keeper 
of a country store. And it is a fact that some 
of our most successful insurance men have been 
failures at other lines of work. And if a man 
fails at insurance and does not find his talents 
being properly developed, he should not lose 
hope because he can still be an outstanding suc- 
cess in something else. A man is never a fail- 
ure in anything until he himself admits the 
fact, which he should never do. Heed your 
talent; find out what you can do best as an in- 
surance man, and do that with all your might. 
Work is one of the very best remedies in the 
world for making a success out of an otherwise 
failure. Try it and see. Remember that your 
talent is your call. 

The Bible gives perhaps the best illustrations 
to be found in all literature about how we 
should keep, preserve and develop our talents. 
You will recall by referring to the Parable of 
the Talents that God expects every man to de- 
velop the talent that he has, and it goes to 
show more clearly than any other thing in the 
world that it is a Divine decree that every man 
should develop the latent talent that is within 
him. And that any man should fail to do this, 
is one of the perculiarities of humanity every 
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where. Why a man who knows he has a talent 
for a certain thing, and who is perhaps engaged 
in that thing, will absolutely refuse to return it 
to his Maker with usury will remain one of the 
mysteries of this age. Your talent is your call 
to service and duty. Heed it. Do not keep 
your light under a bushel? Let your light of 
service shine before men because you are the 
salt of the insurance world but if you have lost 
your preserving power, how shall you expect 
to succeed? You cannot. Do not bury your 
talent as an insurance man but develop it, and 
you will not only have the praise of those under 
whom you work, but you will yourself have 
the satisfaction of “work well done.” 

Do not get to thinking your are unsuccessful 
because if you do you are bound for the rocks. 
Ponder on these men who were what might be 
termed unsuccessful but yet in one way of 
looking at the matter were some of the most 
successful men that the world has ever known. 
Just think: Raleigh was unsuccessful; but he 
left a name that will always be associated with 
the very highest in heroic endeavor and noble 
character. He did not fail. Kossuth was also 
unsuccessful; but who is there that could say 
that his very patient and high spirited career, 
his brilliant oratory and steadfast conduct have 
been altogether fruitless?) They were not. He 
succeeded even though he failed. O’Connell, 
too, was unsuccessful; but who has left a name 
more brilliant as an orator, or a nobler fame 
as a patriot and liberator? Bryan was a man 
who was unsuccessful in attaining the presi- 
dency of this the greatest country on the globe, 
but as- Will Rogers says: “He discovered the 
hearts of the common people” and certainly no 
greater compliment could be paid him than that. 
Woodrow Wilson was also unsuccessful in his 
League of Nations fight, but who knows but 
what Mr. Kellogg’s present treaty, which has for 
its object the “outlawing of war,” may be the 
final consummation of the dreams of our great 
war president? You, too, may regard yourself 
as unsuccessful today; but who can tell but 
what the rest of the year that remains may en- 
able you to lead the entire field force of the 
company you represent? All things are possi- 
ble to him who wills, 


Don’t Be DiIspLaceD 

At sea, the man out of place is known as a 
landlubber; in. the country, a city chap; in 
town, a greenhorn; in science, he is called an ig- 
noramus; in business, which term may include 
the life insurance business, he is known as a 
simpleton; in the pursuit of pleasure, we call 
him a milksop. When a mfan is found out of his 
natural element or environment, he is described 
as “in the clouds,” “adrift,” or by such other 
words as would best describe utter ignorance 
and incapacity. The man who can have either 
of the above descriptive adjectives applied to 
him has not let his talent bring him to his 
proper sphere. It is said that the wealthy 
Gould failed as a storekeeper, tanner, surveyor 
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and civil engineer before he finally got into a 
railroad office where he found his natural bent. 
When extracts from James Russell Lowell’s 
poem were shown his father at Rome, instead 
of being pleased, the latter said: “James prem- 
ised me when I left home that he would give 
up poetry and stick to books. I had hoped that 
he had become less flighty.” Just think of that 
the next time some one reminds you that you 
are not doing as much as you should. It may 
be that you are not, and that you are responsi- 
ble for it, but whatever you do, do not become 
discouraged about the matter. Resolve to make 
yourself more efficient; to make each day mean 
a little more to you. Do not “get down in the 
mouth”—stick to your bush. Win out. 


Do Your BEst 

Do the very best you can at all times, every 
man is very largely a creature of circumstances, 
from which he will rarely be able to separate 
himself, try as hard as he may. Every one of 
a man’s environments is like a chisel cutting 
away at the marble of his life, leaving its own 
impression, and every minute that he lives, it 
modifies his very existence; we cannot escape 
from this stubborn fact. Why are you in the 
insurance business, anyway? Did you make a 
studied attempt to enter the business or were 
you rather thrust into it? Have you always 
wanted to be a debit man? Or did you fail 
at something else? Regardless of the manner 
in which you found yourself in the business, 
this is true: You are now in it, and no time 
should be lost “worrying” about how you hap- 
pened to be in it. The only decent thing a man 
could do under such circumstances is to work 
with all his might and do all that he possibly 
can to develop his talents. Your talent is 
your call. Some men can never be district 
managers and many will never and could not 
be superintendents, and will always remain 
agents because they are not qualified for some- 
thing bigger, but they could do it if they would 
only try hard enough. But whether you always 
remain an agent or not, resolve this one thing: 
“T will do my work well.” The man who 
makes and lives such a resolve as that will 
never die a failure in any sense of the word. 

The world demands of no man that he be a 
minister, lawyer, doctor, dentist, farmer, scien- 
tist, merchant or even an insurance man. We 
are all free moral agents and can choose, to a 
large extent just what we will mold ourselves 
into but it does demand that we make the very 
best of the opportunities that we do have. If 
you are a master in your line, it will applaud 
you, and all doors will literally fly open to you. 
But the world does severely condemn all 
botches, abortions and complete failures. 

Here is another truth: When you have 
found that the debit is your little world to be 
accomplished, you will know it and cannot be 
kept in ignorance of it. You will immediately 
begin to feel at home and will be contented. 
When you find yourself in your natural element, 
all your powers will be exerted as if by instinct. 
It will be “second nature” to you. A fish does 
not try to swim on dry land; it only “flops 
around”; but let it get in the water and he 
never hestitates to use his fins with all his 
might. And it is true that every man is a puz- 


O. J. Arnold’s Talk 
(Continued from page 21) 


rather than in pecuniary profit. Life insur- 
ance salesmanship, while it ranks with other 
professional services in what Phillips Brooks 
termed the “durable satisfactions of life,’ does 
not except in very unusual cases, bring large 
financial returns. The life insurance agent, 
when we consider the hard, grinding, pioneer 
work which is his share, the ability, the cour- 
age, and the training which is necessary to his 
success, is underpaid rather than overpaid. In 
studying costs and acquisition economy, I am 
sure that both State and company officials will 
agree that the more just and profitable field for 
their solicitude will lie in home office overhead, 
in investment earnings and safety, in conserva- 
tive underwriting, in equitable dividend ap- 
portionments, in scientific business management 
generally, and in unwarranted taxation, rather 
than along lines that may result in reducing the 
earnings of the average life insurance sales- 
man. 


That company managements are successfully 
addressing themselves to the solution of these 
problems needs no proof before this informed 
group of life insurance company executives. 
No major business or industry is being con- 
ducted at so low a margin of expense as is the 
business of life insurance. In the face of 
mounting costs of every necessity, every luxury 
and every service that touches the daily life of 
the people, the cost of life insurance shows a 
substantial reduction. And to this reduction, in 
cost to the public, economies of management 
have contributed to a very considerable extent. 
On this question of life insurance management, 
let me quote another great American statesman, 
one who is most familiar with the conduct of 
life insurance in this country—Charles Evans 
Hughes—who said in addressing the Life Presi- 
dent Association: ‘I believe there is no safer 
or better managed business in the country than 
yours.” 


NECESSITY OF PROPER REPRESENTATION 


An obligation reposes on us to see to it that 
the conduct of the life insurance business, both 
at the home office and in the field, is in the 
hands of healthy, intelligent, decent men and 
women. Life insurance managements have set 
and maintained the highest standards in per- 
sonnel selection. This, together with the scien- 
tific and firm foundation on which the business 
is established, and its reputation for fair dealing, 
is responsible for the high regard in which life 
insurance is held through the country. Such 
standards should extend from the president to 
the newest office boy, and especially to those 
splendid ambassadors of our business—the life 





zle to every other man—an unsolved cross- 
word puzzle, with sealed orders which he has 
not himself yet read in full. E. P. Whipple has 
made this statement: “There is hardly a poet, 
artist, philosopher, or man of science mentioned 
in the history of the human intellect, whose 
genius was not opposed by parents, guardians, 
or teachers. 


insurance salesmen. If the President of the 
United States were to give an ambassadorship 
to an ignorant, ill-trained or dishonest in- 
dividual, the American people would be mis- 
represented abroad. If we, under the striving 
for increased production, are tempted to lower 
our standards and accept ill-trained and ignor- 
ant or dishonest life insurance ambassadors to 
the public, we, and not they, are primarily re- 
sponsible if our policies are misrepresented, 

Happily, the day of the indifferent and hap- 
hazard selection of agency material has long 
since gone by. I believe that today the average 
standard of life insurance salesmen in this 
country is higher than that of salesmen in any 
other line of business and that it is rapidly ap- 
proaching professional standards. Aside from 
our own care in selection, and training, the 
ideals of our business attract and hold only men 
of high ideals. A man must be something of 
an idealist; he must have a vision above the 
gross material appeals of ordinary commercial 
life, if he is to be fired and kept at the white 
heat of successful salesmanship by the appeal 
of thrift, of family security, and of sound 
business protection. The oil speculator, the fake 
mine stock salesman, the get-rich-quick Wal- 
lingfords, are not permanently interested in 
the homely but everlasting virtues upon which 
life insurance must depend for its appeal. 

However, we make no mistake in ever ele- 
vating the standards of admission to our agency 
forces, and, through education in practical in- 
surance: salesmanship and the uses to which the 
life insurance principle may be applied, so 
equipping our representatives that the general 
public, more and more, will be inclined to turn 
to them for advice in all such matters, reposing 
the same degree of confidence in and respect for 
their advice as they accord professional men 
and experts in other specialized fields. 


New Acency SEcTION 


The installation of the new agency section at 
this session of the convention will bring to 





FRIENDS EVERYWHERE 


Long established and consistently pro- 
gressive, providing perfect protection 
at a net cost which is notabl} low, 
and rendering prompt and efficient 
service, the Massachusetts Mutual 
stands out as an ideal company to 
represent. Many years of square deal- 
ing are back of every one of our 
agents. They find enthusiastic friends 
of the Company everywhere. 


Massachusetts Mutual Life 
Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and a Half 
of Insurance in Force 




















Industrial 
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every member company an increased convention 
service and make available to all a forum for 
discussion in an intimate way of ever-present 
agency problems. We are indebted to Clarence 
L. Ayres, president of the American Life, De- 
troit, at whose suggestion the agency section 
was instituted by vote of the convention, for 
the painstaking efforts he has put forth as 
chairman of the committee on the installation 
of this new section, in working up a most 
logical premier program—on the selection, ac- 
quiring and training of agents—with an excep- 
tionally well qualified group of men as speakers. 
At our home offices life insurance companies 
are in the best possible position to set unmatched 
standards of personnel selection and are taking 
advantage of their position in this regard. 
Standards of employment are not the same as 
standards of underwriting, but they are simi- 
lar and through the co-operation of the medical 
department and the officer or division having 
charge of new employment, it is possible to 
prevent the employment of any one who does 
not meet even higher standards than are set 
in underwriting selection. No employee—of- 
ficer, clerk or agent—need be accepted without 
having passed suitable personal and intellectual 
standards. Carelessness in selection results in 
high and costly turnover and incompetent work. 
The ideals and the obligations of life insurance 
demand the highest type of personnel to suc- 
cessfully carry them into execution, both at the 
home office and in the field. The company 
which does not select its home office employees 
under rigid standards of health and mental 
alertness, as well as of personal integrity, finds 
it difficult to-day to defend such careless, ques- 
tionable methods. It is as much a scientfic 
problem to select employees as is underwriting 
selection. I believe our new office management 
section under the able leadership of Roy M. 
Jones, secretary and treasurer of the Atlantic 
Life, in addition to pointing the way to in- 
creased efficiency and economy of home office 
operation, will give impetus in this direction. 
While I have thus made reference to the 
newly established sections, it is proper to pay 
tribute to the work of the older sections—the 
excellent work done by the medical section un- 
der the direction of Dr. Ross Huston of the 
Bankers Life of Iowa, who was succeeded in 
office at their very successful meeting here in 
St. Louis last spring by Dr. James T. Mont- 
gomery of the Southland Life of Dallas; the 
legal section under the direction of General 
Frank W. McAllister of the Kansas City Life, 
and the financial section, now completing its 
first year under the direction of Judge W. H. 
Hinebaugh of the Central Life of Illinois. 


During the past year the executive committee 
has established a rule to the effect that the 
chairmen of the various sections—the medical 
section, the legal section, the financial section 
and the newly formed agency and home office 
management sections—shall be invited to be 
present at all meetings of the executive com- 
mittee, with the same rights already given to 
former presidents of the convention, i.e., - the 
right to originate motions and to be heard on 
any question, but without the right to vote. 


The purpose was to secure the advantage of the 
co-operation of those to whom these special ac- 
tivities are entrusted, and short experience has 
proven the wisdom of this innovation. 

It is encouraging that our great political 
parties take official recognition of the magnitude 
of our industry. Mr. Hoover, commenting upon 
our national prosperity, says: “With all our 
spending, we have doubled savings deposits in 
our banks and building and loan associations. 
We have nearly doubled our life insurance. 
* * * One of the oldest and perhaps the 
noblest of human aspirations has been the aboli- 
tion of poverty. * * * We in America to- 
day are nearer to the final triumph over poverty 
than ever before in the history of any land,” he 
says. 

With over eighty billions of life insurance 
carried in America, with over eighteen billion 
which will be written in 1928, with over one- 
half billion paid to beneficiaries and policyhold- 
ers in 1928, can we not for life insurance accept 
Mr. Hoover’s tribute to our business, not in a 
spirit of pride, but in one of solemn obligation 
and consecration? 

I want to close with another quotation from 
Mr. Hoover, because I feel it is of singular en- 
couragement to us as members of the American 
Life Convention. He says, “The whole practice 
and ethics of business has made great strides of 
improvement in the last quarter of a century, 
largely due to the effort of business and the 
professions themselves. One of the most help- 
ful signs of recent years is the stronger growth 
of associations of workers, farmers, business 
men and professional men with a desire to cure 
their own abuses and a purpose to serve public 
interest. When business cures its own abuses, 
it is true self-government and comprises more 
than political institutions.” 

In opening this twenty-third meeting of the 
American Life Convention, may we not be 
heartened and inspired by the encouraging mes- 
sage of the two present-day political leaders to 
American business, and may we not agree that 
our great industry not only demands of us our 
best and most exalted efforts, but that it de- 
serves of the government the liberality of rea- 
sonable, not restrictive, supervision, freedom 
from unjust taxation, and the constructive and 
progressive co-operation that our two leading 
statesmen pledge to legitimate business operated 


as all business should be, in the interest of both 
the State and the individual. 


TRIBUTE TO THE LATE THomas W. BLacKBuRN 


During the past year the officers of the con- 
vention companies suffered a deep personal loss 
in the death of our former secretary and general 
counsel, Thomas W. Blackburn. One of the 
original group with J. B. Reynolds, Isaac Miller 
Hamilton, Charles E. Dark and Sidney A. Fos- 
ter, who were responsible for the conception 
of the convention, Mr. Blackburn was an inde- 
fatigable worker for the advancement of the 
interests of the convention, and to him and his 
untiring efforts we owe most of its present size 
and influence. His loss was a serious blow to 
American insurance interests, as well as to the 
convention, and a personal bereavement to his 
many friends. 


As you will learn from the secretary’s report, 
the convention activities have been carried on 
successfully throughout the year. It is a mat- 
ter of particular gratification that the American 
Service Bureau has had the best year in its 
history. It is now operating at a profit. In 
fact, the deficit has been entirely wiped out and 
the bureau had a surplus, as of September 1, 
1928, of $20,000. I bespeak for it your con- 
tinued and increased patronage. 





OPPORTUNITY FOR 
DISTRICT MANAGER 


who knows how to hire men who can 
sell disability policies (non-cancellable 
policies featured) for a progressive 
Company. Contracts top-notch in 
every detail. 

Direct connections and proper assis- 
tance to right man. 

Territory obtainable in portions of 
Michigan, Indiana, Illinois, Pennsyl- 
vania, Missouri and California. 


It will pay you to write 


INCOME GUARANTY COMPANY 


Income Building 
SOUTH BEND, INDIANA 


Stock Company, Authorized Capital, $1,000,000 

















rights. 


such an agency. 








Scranton- Pittsburgh, Pa 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
Address 


Exclusive, care of THE SPECTATOR 
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Let the premium dollar 
keep rolling in your 
Community’s circle. 
From the insured to you 
—to your local bank—to 
investments in your ter- 
ritory where your policy 
holder can get it back 
and pass it again to you. 


Wehave you bank local- 
ly and our investments 
are made in theterritory 
we serve. 


Farmers € Bankers 



























Life Insurance (ompany 


SS 


H. K. Lindsley 
PRESIDENT 


J.H. Stewart Frank B. Jacobshagen 
VICE PRESIDENT SECRETARY 


WICHITA, KANSAS 




















ARE YOU IN A BLIND ALLEY 
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Can you see a way to better 
9? things in your present job? Will 
it land you where you want to be 
e in ten years from now? 
YOU A MAN CAN GO DEAD ON 
ANY LEVEL 


If you have thought about your 
job, and believe it is a blind alley, 
why not talk over working for 
this company. 

The necessary requisites are 
character and a desire to get 














ahead. 
? WE WILL HELP YOU ON 
* YOUR WAY 
Write us, and in your letter, 
YOU tell us all about yourself. 


MERCHANTS LIFE INSURANCE CO. 


WILLIAM A. WATTS, President 
W. E. BILHEIMER, Vice-Pres. and Manager of Agencies 


HOME OFFICE: DES MOINES, IOWA 























THE CONSERVATION OF HUMAN LIFE—THE NA- 
TION’S GREATEST ASSET—IS FULLY DISCUSSED IN 


HEALTH & WEALTH 


A New and Comprehensive Survey of the 
Economics of World Health 


By Louis I. Dublin, Ph.D. 


Statistician, The Metropolitan Life Insurance Company 


The eminent investigator and statistician named, in this entertaining 
and informative volume of 361 pages presents the results of years of 
study regarding the losses through sickness and death, and also 
describes measures and movement instituted to counteract such 
peg The principal topics treated are shown by the following chap- 
ter titles: 


The Economics of World Health 

The Cost of Medical Service 

What It Costs to Neglect Our Children 

The Problem of Heart Disease 

The Problem of Tuberculosis 

The Chance of Death from Cancer 

The Problem of Old Age 

The Great American Family 

On the True Rate of Natural Increase 

Birth Control and the Population Question 
The Education of Women for Home-Making and Careers 
Life, Death, and the Negro 

Health of the Workers 

Has Prohibition Improved the Public Health? 
The Possibility of Extending Human Life 


This work is a valuable one for insurance men, physicians, public 
health workers and social workers. 


PRICE, $3 
THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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THE PURITAN LIFE 


of PROVIDENCE, R. I. 


Operates in just two states, Rhode Island and Cou- 
necticut. Non-Participating insurance. Extra inter- 
est dividend granted under settlement options. No 
double indemnity. No monthly Income in event of 
disability Waiver of premium only. Company's 
practice makes new benefits retroactive for old policy- 
holders so far as possible. Agents contracts upon 
salary basis direct with company. 





















































INQUIRIES INVITED 
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Brooklyn National Life 
Insurance Company 











ATTRACTIVE GENERAL 
AGENCY CONTRACTS 
FOR | 
NEW: YORK AND NEW JERSEY 











ABOUT OUR 
NEW MODIFIED LIFE POLICY 








Frederick W. Ladue, Supt. of Agencies 
26 COURT ST. BROOKLYN, N. Y. 
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WE WANT MEN in 
—men who are self-con- OHIO 
fident— INDIANA 
-—men who are morally KENTUCKY 
dependable— eee nee 
-—men who are finan- T VIRGINIA 
cially responsible— a 
—men who are anxious OKLAHOMA 
to accomplish results— CALIFORNIA 
—men who are open to Partnership-basis ILLINOIS 
Agencies IOWA 
LIFE HEALTH ACCIDENT 
THE OHIO STATE LIFE INSURANCE COMPANY , P 
Tell it all in the 
Columbus, Ohio first letter—Time is 
Standard Sub-Standard Super-Standard Money. 
| A ST aoe o> ara — ax 





SOME DON’TS OF LIFE 


By WILLIAM T. NASH 


By a series of “Don’ts’? Mr. Nash points out in this 
leaflet the many benefits to be derived from life insur- 
ance. There are several excellent answers to objections 
which will make the way easier for the agent if properly 
distributed. Prices: Sample copy, 10 cents; 50 copies, 
$2.50; 100 copies, $4.50; 500 copies, $18.00; 1,000 copies, 
$30.00; 5,000 copies, $120.00; 10,000 copies, $225.00. 


THE SPECTATOR COMPANY 


INSURANCE EXCHANGE 135 WILLIAM STREET 
CHICAGO NEW YORK 














Missouri Insurance Company 
ST. LOUIS, MISSOURI 


CAPITAL FULLY PAID $200,000.00 


Admitted Assets December 31, 1927 $784,034.00 





Admitted Assets Jan. 1, 1928 
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Northern Life Building BY ACCIDENT 


SEATTLE, U.S.A. 
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D. B. MORGAN 





Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one policy 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS, Ist Vice-President 
S C. McEACHERN, 2nd Vice-Presidenter 
T. M. SHEFFIELD, Seetary 
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Underwriting Methods 


that are 


Sound — Liberal — Modern 
THE NEW ENGLAND MUTUAL LIFE 
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INSURANCE CO. 


87 Milk Street, Boston 
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INCOME INSURANCE 
SPECIALISTS 


Opportunities for Salesmen in 47 States 
Address H. A. LUTHER, 2d Vice-Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
208 S. LaSalle St. Chicago, Ill. 
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Notable Gain 
In Assets 


The Bankers Life Company in- 
creased its Total Admitted As- 
sets to more than $100,000,000 
in 1927. 


The Company’s exact total of 
Admitted Assets on December 
31, 1927, was $103,615,053.81, 
which was a gain of $12,901,- 
440.60 as compared to the total 
of Admitted Assets on Decem- 
ber 31, 1926. 


BANKERS LIFE COMPANY 


The Onward March Company 
GERARD S. NOLLEN, President 


Des Moines lowa 
































OVER 30 YEARS OF INSURANCE SERVICE 


SUN LIFE INSURANCE 
COMPANY OF AMERICA 


HOME OFFICE BALTIMORE, MARYLAND 


The most liberal Ordinary Policies from age 10 to 
age 60. Insurance on men and women. Many 
unique policies; liberal Annuity contracts; sub- 
standard service to our full-time agents. 

Industrial Insurance from birth to age 65. 


THE ONLY NON-PARTICIPATING COMPANY IN THE HISTORY 
OF AMERICAN LIFE INSURANCE TO PAY VOLUNTARY DIVI- 
DENDS ON NON-PARTICIPATING ORDINARY POLICIES 


ASSETS OVER $7,000,000 
INSURANCE IN FORCE OVER $83,000,000 




















What About Accident 
and Health 


Insurance? 


Do you know what it is? Are you famil- 
iar with its basic policies? Do you know its 
underwriting factors? Do you realize the 
opportuinty it offers salesmen? Can you seli 
it intelligently? Do you know how and why 
it is highly profitable to companies, agents 
and brokers alike? All these and many 
other questions are answered in the new 


book by Armand Sommer called 


Manual of Accident and 
Health Insurance 


This book is far and away the most com- 
prehensive text production on this subject 
ever issued. It describes the business min- 
utely from all angles and tells the salesman 
exactly how to canvass for accident and 
health policies, how to make the sale, how to 
answer prospects’ objections and how the line 
can be used as an opening for other forms of 
indemnity. Everything the production man, 
home-office or field, needs to know about ac- 
cident and health insurance is in this new. 
book and every phase of the business is ac- 
curately, logically and concisely detailed. 


Price $3. 


Discounts in Quantity Orders 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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THE DOUBTER 


of the value of good life insurance is 
rapidly becoming extinct and we have 
been watching him for more than eighty 
years. 


THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 
HARTFORD 
1846 Over 81 years in Business 1928 
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NORTHERN INSURANCE Co. 


OF NEW YORK 
83 MAIDEN LANE NEW YORK 
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AMERICAN 
SURETY 
Bim, of NEW YORK 


——s 100 BROADWAY 


Company’s Home 
Office Building 


Fidelity and Surety Bonds Burglary Insurance 
Check Forgery and Alteration Insurance 
Plate Glass Insurance 
































GOOD INTENTIONS 
By W. C. Moore 


This new life insurance leaflet portrays the tendency of 
the average man to put off doing the good things he intends 
to do in the way of providing for his family. A most inter- 
esting and impressive story. Prices: sample copy, 15 cents; 
50 copies, $4; 100 copies, $7; 500 copies, $28; 1,000 copies, 
$45. 
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CHICAGO NEW YORK 
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SOUTHERN LIFE AND HEALTH INS. CO, 
‘‘Oldest and Best’’ 


Has openings for good debit men and business 
producers. 





P, O. BOX 884 BIRMINGHAM, ALA. 

















C. E. Clarke, Presi ent J. R. Anthony, Jr., Secretary 


CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: Physicians Building, Jacksonville, Fla. 


Accident and Health Insurance Commercial and Industrial 

















Good territory available in Texas and 
Oklahoma to Agents who can qualify as 
to character. 


SOUTHERN UNION 


Life Insurance Co. 
of 
Fort Worth, Texas 
JAS. L. MISTROT, Pres. TOM POYNOR, V.-Pres. 
























Field Annuals 


Insurance Directories 


for 
*Greater New York 
+New York State 
New Jersey 
Kentucky 








Tennessee 
North Carolina 
South Carolina 
Virginia 









Texas 






®City and Suburban. 
tExclusive of Greater New York. 










Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 








Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 
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We Tune the Instrument 


A man’s mind is an instrument. To be successful 
as a producer of life insurance it must be tuned to 
the necessities of the business. It must be adjusted 
to the finding of prospects, to effective approach, to 
interview-control, to definite closing. Into this 
mental mechanism must be fitted knowledge of how 
life insurance covers specific needs, and knowledge 
of company policies and practices. 

This tuning and training the Penn Mutual supplies to its 


representatives, together with General Agent and Home 
Office cooperation—skilled, willing, ample. 


In our agency expansion program we have room for men 
and women who greatly desire to excel and profit. 


Wm. A. Law, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 


The Penn Mutual Life Insurance Company 


Independence Square 
Philadelphia, Pa. 


Founded 1847 








DISTRICT MANAGERS WANTED 


We have a few openings in North 
Carolina available to men who‘can 
qualify as organizers and personal 
producers. 

Exceptional contracts with top 
commissions and life time renewals. 


Openings at 
CHARLOTTE WILMINGTON 
RALEIGH WINSTON-SALEM 


Write F. A. HICKS, Superintendent 


Guarantee Fund Life Association 
Omaha, Nebr. 


ORGANIZED 1901 





Largest Organization of its Kind in America 



































GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 
Harrison B. Smith, President 

presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Vriginia, Ohio, Kentucky, 
Tennessee, South Carolina, North Carolina, Georgia, Michi- 
gan, Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y. 











Equitable Life and Casualty Insurance Company 


OFFERS: The public the greatest value on the market including, Life time 
benefits—dividends—non-prorating and non-cancellable features—Backed 
by a second to none claim paying reputation. 

To reul producers, high first commissions, substantial renewals and bonus. 
Exceptional opportunity for district managers now in Illinois, Kentucky, 
California Colorado, Oklahoma and Indiana. 
360 .orth Michigan Ave., 







Chicago, Illinois 



































OPPORTUNITY! 


Desirable Territory Open for Gen- 
eral Agencies. Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado 

























































KEYSTONE INDEMNITY EXCHANGE 
PARTICIPATING AUTOMOBILE INSURANCE 


110 SOUTH 16th STREET, PHILADELPHIA, PA. 


LOCAL AGENTS WANTED 


FIRE, THEFT, COLLISION, PROPERTY DAMAGE, PUBLIC LIABILIT! 








Address Home Office for Agancy Connections 
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GENERAL OFFICE 
NORFOLK,VIRGINIA 
HENRY G. BARBEE 
Presieent 
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Chairman of the Board 
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A NEW WORK 
CASUALTY INSURANCE 


By Clyde J. Crobaugh, M. A., and Amos E. Redding, B. S. 
All classes of Casualty Insurance thoroughly explained 
_ PARTICULARLY HELPFUL TO AGENTS AND BROKERS 

Advising them of the simplest ways of overcoming obstacles and difficulties 
so as to enable them to : 
vers Accident; Health; Plate Glass; Power H inkler 6; Water D: H 
Automobile; Miscellaneous Public and Property Damage Liability; Professional (Male 
practice); Public Liability; Workmen’s Compensation; Employers’ Liability; Burglary 
and Robbery; Check Alteration and Forgery. | 
Contains Review Questions, Policy Forms, Contracts, 

Riders, Endorsements, Rate Sheets and Manual Pages. 


775 pages, 6x9inches. Price, $6.00 


THE SPECTATOR COMPANY 
Selling Agents 











CHICAGO NEW YORK 
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NOW ISSUED IN ONE VOLUME 


SUNDERLIN ON FIRE INSURANCE 


By Charles A. Sunderlin, A. B., LL. B, 
of the Los Angeles Bar 
Secretary and General Counsel of the Insurance Institute of Southern California 
Sunderlin’s Complete Educational Course in Fire Insurance 
Embracing 40 Lectures and a Copious Topical Index 
Can now be obtained bound in 


ONE VOLUME 


at the reduced price of 


Bound in buckram, with stiff cover, or in flexible imitation black leather 


This affords a great opportunity for those interested 
in fire insurance to obtain 
A VALUABLE, UP-TO-DATE TEXT AND REFERENCE BOOK 
AT A LOW PRICE 


These Lectures deal with the following general subjects: 


1—The Policy Contract—General 
2—Insurable Interest 
3—Public Relations 
4—State Regulation or The Police Power 
5—Cooperation and State Supervision 
6—Co-Insurance 
7—Valued Policies 
8—Professionalizing the Fire Insurance Busi- 
ness 
9—Construction and Operation of the Policy- 
Contract 
10—The Fire Insurance Rate 
11—Fire Insurance Reserve 
12—Agency and Brokerage 
13—Premiums 
14—Fire Prevention 
15—Waiver and Estoppel 
16—Coverage 
17—Misrepresentations 
18—Warranties 
19—Matters Voiding Policy 
20—Matters Suspending Insurance 
21—Chattel Mortgage Clause 


22—Fall of Building Clause 

23—Negligence 

24—-Cancellation 

25—Risks and Causes of Losses 

26—Requirements in Case of Loss 

27—Ascertainment and Amount of Loss—Ap- 

praisal 
28—Options of Company in Case of Loss 
29—Apportionment of Loss—Pro Rata Lia- 
bility 

30—Loss—When Payable—Non-Waiver by Ap- 
praisal or Examination 

31—Adjustments 

32—Subrogation 

33—Insurer’s Liability 

34—-Mortgagee Interests 

35—Earthquake Clauses 

36—Use and Occupancy—Profits and Com- 
missions—Rents and Leaseholds 

37—Floating, Excess and General Cover Con- 
tracts 

38—Miscellaneous Forms 

39—Endorsements 

40—Reinsurance 


The broad scope of the Lectures, indicated by the above titles, renders them of incalculable value, as 
both text and reference works, to both men actively engaged in the fire insurance business and those con- 
templating entering it. It will be found of genuine service by executives, underwriters, adjusters, general, 
special and local agents; insurance brokers, lawyers and the public. 

In Sunderlin’s Lectures are answers to thousands of practical, every-day fire insurance questions, as 
determined by the courts. ‘The user of these Lectures can fit himself the better for the intelligent handling 


of his business. 


TAKE ADVANTAGE OF THE LOWERED PRICE—DO IT TODAY! 


PRICES 


The 40 Lectures and Index, complete in one volume 
In either Buckram or Imitation Leather binding 


The Lectures and Index in 41 separate pamphlets—$10 for the complete set 


THE SPECTATOR COMPANY 


CHICAGO 


Sole Selling Agents 


NEW YORK 
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